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} Zenith Visible Name 
EE REE Folders Bring Evevy 
Name In Sight 
| 
Contents Transferred to 
Date 
ZEN 


The Angle Tab 


Saves |ime=!revents \\isfiling 
Use ZENITH Visible Name File Guides and Folders 


EEING every name at the first glance when 
the file drawer is opened saves half your 
clerk’s time in finding or filing. No confusion 
among similar names is possible. Zenith File 
Guides and Folders have the 45° Angle Face 
Tab that gives this result. The transparent 
transoloid covering for the label protects it 
from dirt and damage, and makes sure that 
it will always be legible as long as you use it. 


Zenith File Guides and Folders are first 
quality in every respect — made of the best 
materials—tabs securely attached. Their 
workmanship is also the best —no rough edges 
or corners to catch and tear papers or break 
fingernails. Folders in legal and letter size— 
guides for every standard file drawer, with 
or without rod tabs, notched or eyeleted. 
Write for free samples and prices. 


ZENITH SYSTEMS CORPORATION 
TONAWANDA, N. Y. 


Makers of Zenith Visible Name File Guides and Folders, Zenith Check File 
Guides, Zenith Steel Note Cases, Zenith Ticket Files and Binders 
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One 


Saves and Increases 
| Deposits for Banks Everywhere! 


Use For 


‘*We are using Addressograph exclu- 
sively for the advertising of our 3 
Kansas banks. With it wecan get out 
our mail cheaply, quickly and more 
effectively. We endorse it most 
heartily !’’—Citizens Nat’l Bank, Great 
Bend, Kas. 


“14 New Accounts Next Day!” 


‘*The first day after mailing 500 circu- 
lars we had secured 14 new accounts. 
We attribute this success directly to 
our Addressograph without which we 
could not have so expediently handled 
this advertising.’’—Security Bank & 
Trust Co., Greenwood, Miss. 


“W eCheerfully Recommend!” 


‘‘Our Addressograph has made a place 
for itself among our indispensable 
equipment. Wecan cheerfully recom- 
mend the use of Addressograph to any 
bank!’ City Nat’?lBank,Lansing, Mich. 


FREE Book—FREE Trial—EasyT erms 


FREE book gives brief, to-the-point 
facts and figures concerning Direct 
Mail Advertising of nationally known 
firms in every line of business. Just 
check and mail coupon. FREE trial 


| Models for 
Banks of 
| Every Size 


Why Banks Use and 


1. 


Increases Deposits—Speeds 
out excellently filled-in let- 
ters and personally addressed 
circulars, price lists, house 
organs, etc., to prospective 
depositors, customers, sales- 
men and dealers! 


Short Cuts Routing—of fac- 
tory work, wagon drivers, 
publications, etc. 


Addresses Every Form—10 
times faster than pen or 


5. 


6. 


Cuts Record Costs—Quickly, 
accurately imprints routine 
bank records, shop and house 
orders, inventory records, 
cost tickets, etc. 


No Dividend Delays—Ad- 
dressograph finishes checks, 
sheets, etc., 10 times faster 
than pen or typewriter. No 
errors! 


Recommend to Others! 


Speeds Collections—Gets out 
statements on time when 
chances for collection are 


in your office will prove Addressograph 
advantages. No obligation. 


— Errors impos- best! Heads and dates bills, 


fills in collection letters, etc. 


4 Stops Shipping Errors—Ac- 8 Writes Pay Forms—Heads 
® curately addresses tags, la- e and dates time cards, pay 
bels, invoices, waybills, etc. receipts, checks, etc. 


TRADE MARK 


PRINTS FROM TYPE 


General Offices: 908 W. Van BurenSt.,CHICAGO Factories: Chicago, Brooklyn, London 


Albany Columbus Indianapolis Oklahoma City Scranton 
Atlanta Dallas Kansas City Omaha Seattle 
Baltimore Dayton . Los Angeles Oshkosh Spokane 
Birmingham Denver Memphis Peoria St. Louis 
Boston Des Moines Milwaukee Philadelphia St. Paul 
Buffalo Detroit Minneapolis Pittsburgh Syracuse 

Butte Duluth Newark Portland Toledo 

Chicago Evansville New Orleans Salt Lake City Wahpeton, N.D. 
Cincinnati Grand Rapids New York San Antonio Washington 
Cleveland Houston Oakland San Francisco 


Canada: 60 W. Front St., TORONTO Vancouver, Montreal, Hamilton, London, Ottawa, St. John — Quebec 


In writing to advertisers please mention The Burroughs Clearing House 
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‘When Money Rates Are Low 


‘ | KS which have a sufficient part of their funds invested in high- 

grade, long-term investment bonds are least affected by periods 
-of low money rates. They have an assured income to cover fixed 
costs of doing business and fixed rates of interest paid on deposits. 


The following are representative of our current offerings of long-term issues 


Public tility Bonds 


CoMMONWEALTH Epison Company (Chicago) . . . 6-1-1954 
First Mortgage Collateral 5% Gold Bonds, Series B 


Detroit Ciry Gas Company... . 7-1-1947 
First Mortgage Gold Bonds, Series A, 6% 

Houston Licutinc & Power Company . . 3-1-1953 
First Lien and Refunding Mortgage Gold Bonds, Series A, 5% 

Lac.LepDE Gas Licut Company (St. Louis) . 2-1-1953 
First Mortgage Collateral and Refunding 30-Year 512% Gold Rents, Sees c 

Epison Company (Reading, Pa.) . . . I-I-1953 
First and Refunding Mortgage Gold Bonds, Series C, 5% 

Pusuic Service Company or Cotorapo (Denver) 9-1-1954 
First Mortgage and Refunding 534% Gold Bonds, Series B 


Pusuic Service Company OF NorTHERN ILLINOIS. 10-1-1956 
First and Refunding Mortgage 5% Gold Bonds 


St. Paut Gas Licht Company . . .... . 3-1-1944 
General (now first) Mortgage 5% Gold Bonds 


West Penn Power Company . 3-1-1946 
First Mortgage 5% Gold Bonds, Series A 


Industrial Bonds 


ARMOUR AND CoMPANY OF DELAWARE. . 1-1-1943 
First Mortgage 20-Year 534% Guaranteed Gold Bonds, Series A 


ConTINENTAL Motors CorpoRATION . . . 3-1-1939 
First Mortgage Sinking Fund 614% Gold Bonds 


Cupany Packinc Company . . 10-I-1937 
Sinking Fund 514% Gold Debentures 


Empire Gas & Fuet Company .. . 5-1-1937 
First and Refunding Gold Bonds, Series A, 74% 


Lonc Bett Lumper Company ... . 7-1-1942 
First Mortgage 6% Sinking Fund Gold Bonds, Series A 


Foreign Bonds 
Paris-Lyons-MEDITERRANEAN RaI_LRoaD ComMPANY 9-15-1958 
77% External Sinking Fund Gold Bonds 


Paris-OrRLEANS ComMPANY .... . 9-1-1954 
77% External Sinking Fund Gold Bonds ‘2 

RepuBLic oF BoLivia . . 5-1-1947 
8% External Secured Refunding S. F. Gold Pe 


Quotations and fully descriptive circulars upon request 


HALSEY, STUART & CO. 


INCORPORATED 
CHICAGO NEW YORK PHILADELPHIA BOSTON 
201 South La Salle St. 14 Wall St. 100 South Broad St. $2 Devonshire St. 


DETROIT MILWAUKEE ST. LOUIS MINNEAPOLIS 
, 601 Griswold St.° 425 East Water St. 319 North 4th St, 610 Second Ave., S. 


In writing to advertisers please mention The Burroughs Clearing House 
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The Editor's Indorsement 


H's friends say he is the most extra- 
ordinary man of his years in the field 
of public finance since Alexander Hamilton. 
His name is S. Parker Gilbert, Jr. At 
thirty-two, he is Agent-General for Repara- 
tions, executor of the Dawes plan and en- 
dowed with powers rarely wielded by any 
one in Europe and on whose word may de- 
pend the fate of Europe. 
who think that the difficulties in the way of 
the Dawes plan are insuperable, that it 
will never work without modification. It 
will be Gilbert’s task to make it work —or, 
failing that, to persuade the Allies to make 
such modifications as experience shall 
demand. 

Since 1917 until he resigned as Under- 
secretary at thirty to enter law practice, he 
has been a power behind the throne in the 
United States Treasury with a genius for 
public fiscal business. At twenty-five he 
came to Washington to work under Russell 
C. Leffingwell, then Assistant Secretary of 
the Treasury, whom he succeeded as Assist- 
ant Secretary at twenty-seven. At twenty- 
eight he was promoted to Undersecretary, 
second in command under Secretary Mellon, 
having served successively under McAdoo, 
Glass, Houston and Mellon. 

Through it all he has remained obscure, 
although those inside knew and recognized 
his worth—men like Houston and Mellon 
and Leffingwell, Senators on the Hill and 
members of the house of Morgan. 

‘You won’t hear much from him,” says 
the New York Times. ‘He is a reticent 
chap, almost to the point of cultivating 
obscurity. The European reporters won’t 
know what to make of him. They will have 
to judge him in the good old-fashioned 
Bible way: ‘By their fruits ye shall know 
them,’ for men do not gather grapes of 
thorns or figs from thistles even today — 
least of all in reparations.” 

The story of young Gilbert and more 
about his job as the “unofficial Kaiser of 
Germany’s business world” is told in this 
issue by Clinton W. Gilbert (not a kinsman 
of the financial prodigy) whose intimate 
sketches of men high in the administration 
in Washington are familiar to readers of 
this magazine. 


F YOU would improve your letter- 

writing, collect a file of the carbon copies 
of your recent correspondence and study it 
critically. You'll be surprised how much 
you can accomplish for clarity and direct- 
ness by elision of verbiage and simple re- 
construction or inversion of your sentences. 
You’ll find some examples of “before and 
after” treatment of bank correspondence in 
the article on page 20, ‘““Your Carbon Copies 
at Work for You,” by Alden E. Davis, of 
the Old Colony Trust Company, Boston. 
His article here is a sort of encore to one we 
recently published in which he dealt with 
obsolete, superfluous and inaccurate words 
and phrases to avoid in dictation, illustrat- 
ing with letters from the Old Colony’s own 
correspondence. 
_ It’s a useful instrument or a 
is language. Sometimes it’s a deadly 
weapon. Remember the letter of the 
choleric editor returning manuscript to an 
intending contributor? ‘‘My dear Sir: I 
have read your poem. Oh, my dear sir!” 
We are indebted to the Pittsburgh Chronicle- 
Telegraph for the story of the candidate 
for office driven to desperation, while 
addressing a meeting, by the continual in- 
terruption of one man in the crowd deter- 
mined not to give the aspirant a moment’s 
ag At last, are | his fist at the heck- 
er, the speaker shouted: 

“I look upon you, sir, as a confounded 
rascal.” 

“Quite,” replied the a with a 
sweet smile. “You are perfectly at liberty 
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to look upon me in any character you desire 
to assume.” 

Says a motor ad: ‘‘A Wonderful Woman’s 
Car.” There must be a great market for 
it, comments a columnist. Everywhere 
we look we see a wonderful woman. 


Per anyone who attended the conven- 
tion of the Financial Advertisers’ As- 
sociation in Richmond, Va., to name the 
outstanding feature of the program and 
he’ll name the “lemon session.” It appeared 
officially as a series of four-minute talks on 
the subject of “An Advertising (or New 
Business) Project Used by Our Bank (or 
Investment House) Which Proved to Be a 
Failure.” Six speakers were assigned to 
tell in detail the story of their conspicuous 
failures during the year, their explanations 
(if any) for the failure, and how they would 
profit from the experience if they were to 
tackle the same problem a second time. In 


that experience meeting of one hour, the 
convention learned more of what not to do 
—and, by inference, what to do—than it 
could possibly learn from a whole week of 
the blah type of convention where every- 
thing is rosy and none but unqualified 
successes are admitted to the platform. 
Try it at your next annual or group —and 
win the prize. In Richmond it was a half 
dozen handsome lemons encased in a poor 
(tin) fish. And for indorsement of this 
indorsement, write the hardy: souls who 
took the stand in Richmond: Willard C. 
Wheeler, G. L. Miller & Co., New York 
City (first prize); Gaylord S. Morse, State 
Bank of Chicago; Kline L. Roberts, Citizens 
Trust & Savings Bank, Columbus, 0.; 
Dudley Winston, Louisville National Bank, 
Louisville, Ky.; Jesse F. Wood, State and 
City Bank and Trust Company, Richmond, 
Va., and C. L. Jernberg, West Side Trust 
and Savings Bank, Chicago. H.S. 
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Few Persons Know How to Buy a Motor Car 


Therefore Hupmobile has set about 
to educate the public to the kind of 
engineering, construction and mate- 
rials which make a motor car cost 
little to keep. 


Hupmobile can afford to do this. 
In close measurements and quality 
of steels used, it has everything to 
gain by comparison. 


That comparison includes the 
highest priced cars. 


In every Hupmobile showroom you 
will see Parts Displays which enable 
you to know a car from the inside. 


The business man who judges an 
expenditure from the investment 


viewpoint will be inevitably at- 
tracted by this method of selling 
the Hupmobile. 


It is Quality Proof that he can see 
with his own eyes. Furthermore, he 
can compare Hupmobile construc- 
tion with ordinary construction. 
He can understand fully why the 
Hupmobile is known for its ability 
to return maximum low cost mileage 
for each dollar of its original cost. 


If his mind travels on beyond car- 
ability, he discovers a sound and 
conservative business policy which 
is one of the strongest safeguards 
and assets of the Hupmobile dealer 
organization. 


Hupp Motor Car Corporation 


Detroit, Michigan 


Hupmobile 
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ERMANY, since the adoption of By CLINTON W. GILBERT 
the Dawes plan, is a sort of new 


_world for capital. If you can speaking of the individual investor 
imagine the discovery of an America buying shares in German enterprises. 


not like the one Columbus discovered, The opportunities of this new possible 
undeveloped and thinly populated 


by savages, but one with a 
numerous people highly trained in 
industry, having plants and a 
knowledge of markets and natural 
resources already worked and 
waiting only for credit to assume 
its place as one of the great pro- 
ducing nations of the earth, you 
can form some picture of what I 
mean when I say that Germany is 
a sort of new world, a fabulous . 
India for capital. 

I talked with Mr. Alanson B. 
Houghton, United States Ambas- 
sador to Germany, when he was in 
the West campaigning for 
President Coolidge, and he told 
me that capital was pouring to a * 
Germany already by the tens of 
millions. It would not be long, he 
thought, before there would beone_ | 
billion of British and American | = 
capital invested in German in- 
dustries. Up to the present there 
was more British than American 
money entering Germany. The 
British are nearer to Germany 
than we are. They have the habit 
of making foreign investments. 
They are the world’s great foreign 
bargain hunters. We are slower. 
But it will not be long before there 
will be much larger American 
holdings in Germany than British. 
We are at present feeling our way. 
But we are sure to be what Eng- 
land was when this continent was 
being developed, the great creditor 
nation of the world. 

_ All the great American banks 
and banking houses have their 
representatives in Germany look- 
ing over the field. The tendency 
of the foreign money going into 
Germany is to invest in the stocks, 
not in the bonds, of German 
industry. I am not speaking of 
the recent German loan. I am 


Che Burroughs 


Clearing House 


Five 


December, 1924 


His Job=To Make Dawes Plan Work 


Reparations, the ‘Biggest Job in the World,’’ and Something 
About the Young Financial Genius Who Confidently Accepts It 


Eldorado are extraordinary. The risks, 
of course, are extraordinary—this is 
not a prospectus inviting you to take 
ship to Berlin with a bag full of money. 
Now as for the opportunities. So 
far has the supply of capital fallen 
short of the demand for it in 
Germany that interest rates have 
run in the last year from 20 to 40 
per cent. Naturally they were 
prohibitive. And equally, of 
course, with credit as scarce as 
that, Germany is the greatest 
bargain counter of stocks and 
bonds the world has ever seen. It 
is, if—. It is a very big “‘if.” 
There is always a joker somewhere 
about an Eldorado. 

Now what are you gambling on 

-when you buy stocks dirt cheap in 

Germany? You are gambling 
that the divergent interests which 
the Great War left behind in 
Europe, the former allies who 
have been snarling at each other 
ever since they affixed their signa- 
tures to the Treaty of Versailles, 
will not in your time nor mine 
press their antagonistic policies to 
the point of armed conflict. The 
Dawes plan is 4 kind of reluctant 
truce between these two theoreti- 
cally friendly but practically hostile 
forces striving diplomatically and 
with some shaking of sabers for the 
mastery of Europe. You are 
gambling that the powers which 
think this will be a richer and 
better world, with Germany add- 
ing to its wealth as of old, will win 
over the powers which think their 
place in the scheme of things will 
be diminished if a powerful, re- 
stored Germany rises as a neigh- 
bor by their side. If they win, you 
win. If they lose, you lose. You 
are taking a counter in the greatest 
game that has been played in a 
century. 

Between these two antagonistic 
policies of building Germany up 
for economic reasons and keeping 
her down for military reasons 
there stands a sort of umpire, an 
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American, a very young man, still in his 
early thirties, unknown four years ago, 
somebody’s private secretary then, S. 
Parker Gilbert, Jr. So far as you are 
gambling upon any one man in buying 
German industrial stocks, you are 
gambling on this young man, S. Parker 
Gilbert, Jr., the most romantic single 
figure in the business and political 
world. But as you will speedily see, 
behind S. Parker Gilbert, Jr., stand 
many others better known and more 
powerful in their own rights than he. 


S°: IF Ambassador Houghton is right 
and half or two-thirds of a billion of 
American capital will seek this possible 
German Eldorado in the next few 
years, you had better know what S. 
Parker Gilbert’s job is. I have de- 
scribed him as a sort of umpire between 
the divergent interests of Europe. 
That is a popular and rather vague way 
of telling what this job is. Somebody, 
when I asked what Mr. Gilbert had to 
do under the Dawes plan, said, “His is 


S. Parker Gilbert, Jr. 


the head at which the pop bottles will 
fly.” In that sense he is the umpire. 
His will be the disagreeable duty of 
making decisions and he will have to 
make decisions between no less con- 
tenders than France and England. 

I asked Ambassador Houghton what 
Mr. Gilbert’s job more precisely was. 
“The greatest job in the world,” he 
replied instantly, but even this does 
not get us very far. So let us go to the 
original document, not that original 
documents ever help us very much. 
The “‘Report of Committees of Experts 
to Reparation Commission,” which 
eontains the so-called Dawes plan, says 
that “the committee’s plan provides 
for a commissioner of the bank ‘of 
issue, a commissioner of railways, a 
commissioner of controlled revenues, 
and, if need arise, for a commissioner of 
industrial debenture.”’ Reparations, it 
may be said briefly and not too 
technically, are to be derived from 
railway earnings, from controlled 
revenues of the German government, 
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and from a mortgage on the industries 
of the country. 

The “Report” goes on: “The plan 
also provides for an agent for repara- 
tion payments.” That is Mr. Gilbert’s 
title, “‘Agent-General for Reparation 
Payments.” The “Report” also de- 
scribes him as an “agency between the 
Reparation Commission and the vari- 
ous commissioners,” named above. It 
calls him, too, a “‘co-ordinating agency” 
and a “co-ordinator.” He has author- 
ity over the various commissioners, for 
the report says that “in case of a 
difference of opinion between one 
commissioner and the Agent-General for 
Reparation Payments in his capacity 
as co-ordinator, the commissioner can 
appeal to the Reparation Commission.” 

Co-ordination. That is a blessed 
word, like Mesopotamia. When you 
can’t think how else to describe what a 
man’s functions in any organization 
are, you call him a _ co-ordinator. 
When you read the words of the report, 
you realize that just as the Supreme 
Court of the United States was left in 
the Federal Constitution largely to 
make its own job, so the Agent- 
General for Reparation Payments was 
left under the Dawes plan largely to 
make his own job. The Dawes plan- 
ners wanted someone powerful to 
stand between the Reparation Com- 
mission, which is full of the bickering 
politics of Europe, and the individual 
collectors of money to pay reparations 
from the German railways, the German 
taxes, and the mortgage on German 
industry. They perhaps did not wish 
to say how powerful this shock absorber 
should be for fear the jealousies of 
Europe should negative the plan. So 
they called him a co-ordinator which, 
as I have said before, is a blessed word. 


Now the power of Mr. Gilbert lies in 
the fact that he is an American, a 
neutral, that behind him stands within 
diplomatic reason the United States, 
and the American banking world with 
the largest amount of credit available 
anywhere on the earth. You may get 
some idea of the extent to which 
American banking is behind him from 
the circumstances of his appointment. 
When the wise men of Lombard Street 
heard that we proposed to put into the 
position of Agent-General for Repara- 
tion Payments, whose importance was 
perceived as soon as it became evident 
that an American was to occupy the 
post, a young man of thirty-two, an 
Assistant Secretary of the Treasury, 
who, four years ago was an unknown 
private secretary, they stroked their 
chins, and the French, when they 
heard, were inwardly outraged. But 
when they both learned that the house 
of Morgan regarded him as qualified 
and that Secretary Mellon felt that he 
was adequate, they repressed their 
rising discontent. 
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To give a detailed idea of Mr. 
Gilbert’s functions is difficult because 
they are likely to be revealed and only 
to be revealed in practice. Until 
questions have arisen for him to pass 
upon, you are able only to guess what 
such questions will be. I asked 
Ambassador Houghton what it was to 
be a co-ordinator between the various 
commissioners of specific reparation 
payments and the Reparation Com- 
mission, and he said Mr. Gilbert might 
be described as the general manager of 
the whole Dawes scheme of reparations. 
He is the chief executive of the or- 
ganization with the Reparation Com- 
mission sitting over him like a board of 
directors. 


HERE: perhaps, is the kind of question 
on which he will have to pass. The 
French recently insisted upon that 
clause of the Versailles Treaty under 
which they can demand the collection 
of an export duty on commodities 
coming out of Germany. If the Ger- 
mans are forced to pay an export tax 
and, in addition, their products also are 
subject to tariff on entering other 
countries, they are obviously not going 
to find a market for their goods and 
they will not be able to pay reparations. 
This is a way of allowing Germany to 
rise with both hands and feet tied. 

Mr. Owen D. Young, who was 
associated with General Charles G. 
Dawes, now Vice-President elect of 
the United States, in formulating the 
Dawes plan and getting it adopted 
and who remained abroad to start it in 
operation, raised his voice in protest 
against the French position. Mr. 
Gilbert will have to assert himself upon 
issues of that kind. And behind the 
French insistence on the letter of the 
Versailles Treaty lie all the antagonisms 
of Europe. 

If all of Germany’s creditors were 
interested in seeing her get upon her 
feet economically, Mr. Gilbert’s task 
would be a comparatively easy one. 
No important disputes would arise. 
None of the Allied nations would press 
their claims unduly but all would 


incline toward moderation, being will- 
ing to wait until Germany could pay 
without risk to her own economic 
stability before demanding what she 
owes. But hercreditors may be divided 
into those who demand the pound of 
flesh and those who do not. With 
those who insist upon having what is 
nominated in the bond Mr. Gilbert will 
have his troubles. 

Underlying the whole Dawes plan is 
the sane view that Germany cannot 
pay unless she can earn and that she 
cannot earn unless she is given a 
chance to get well. The plan itself 
would undoubtedly have been in its 
terms more lenient toward Germany if 
it had not had to be made acceptable 
to France. It was perforce a com- 
promise between the French and the 
British points of view. But it leaves 
room for the exercise of a remarkable 
degree of discretion by those charged 
with the responsibility of executing it. 
Through the exercise of this discretion 
Germany may be brought back to her 
feet as one of the world’s great produc- 
ing nations, able perhaps to pay the 
great debt which the Versailles Treaty 
imposed upon her without undue 
strain, or kept in dire slavery for a 
couple of generations to her creditors. 
Much international bitterness will arise 
over whether Germany in the execution 
of the Dawes plan is to be allowed and 
even encouraged really to live or 
whether she will be permitted barely to 
exist. For five years since the peace 
was made, Europe has been sharply 
divided on this issue. Acceptance of 
the Dawes plan does not end the 
conflict. It sets a kind of truculent 
truce. Make no mistake about it, it 
will be truculent. 

Listen to this from the Dawes 
Report: “All payments for the ac- 
count of reparations will be paid into 
the bank of issue to the credit of the 
Agent for Reparation Payments,” that 
is, to the credit of Mr. Gilbert. And 
says the “Report,” “It is easier to 
estimate the burden that Germany’s 
economic and fiscal resources can bear 
than the amount of her wealth that can 


Seven 


be safely transferred abroad.” You will 
see that it devolves upon Mr. Gilbert 
and certain associates to determine 
how much of her wealth may be safely 
transferred abroad and on what terms. 

The “Report” goes on, “The use and 
withdrawal of the moneys so deposited 
will be controlled by a committee, 
consisting of the Agent for Reparation 
Payments (Mr. Gilbert) and five persons 
skilled in matters relating to foreign 
exchange and finance, representing five 
of the Allied and associated powers. 
This committee will regulate the exe- 
cution of the program for deliveries in 
kind and the payments under the repa- 
ration recovery act, in such a manner as 
to prevent difficulties arising with the 
foreign exchange.” 

In other words, it is the business of 
this committee to see that Germany 
is not bled to death by her creditors. 
Moneys paid into the new reparations 
bank will not automatically flow to 
those to whom reparations are due. 
They will leave Germany and pay- 
ments in kind will also leave Germany 
only in such amounts as in the judg- 
ment of experts they may safely do 
so without tumbling marks down once 
more where it will take a million of 
them to ride on a street car. 


T IS right here that, as my friend 

said, “the pop bottles are likely to 
fly.” Consider the case of Mr. Gilbert 
sitting back with a large sum of money 
to his credit as Agent for Reparation 
Payments: The “Report” says he may 
allow five millions of marks to ac- 
cumulate thus—and refusing to let 
bleeding France have them, because 
in his judgment, and that of a majority 
of his expert associates, to do so would 
imperil the stability of Germany— 
just consider it and you will see how 
large a responsibility is his. 

I do not wish to make this article 
too technical. There are a dozen 
ways in which the Dawes plan may 
fail, that is, fail to satisfy the reason- 
able hopes of Germany’s creditors for 
reparations and of Germany to become 
once more a great producing nation. 

(Continued on page 48) 
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Some of the American experts: S.M. Crocker, Rufus C. Dawes, Owen D. Young and Charles G. Dawes 
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THE BURROUGHS 


The Incoming Cash Letters and Float 


A System That Immediately Discloses Errors in Incoming 
Letters and Facilitates Sorting and Routing Transit Items 


T IS well known that in consequence 
of the time required to collect checks 
in transit, an account showing an 

apparent balance may be an overdraft 
in reality, and the task of calculating 
interest on such a running “balance” 
is greatly complicated. The problem 
that most banks are facing more or 
less successfully is how to figure this 
“float” on the deposits of correspond- 
ent banks. 

The system evolved by the Citizens 
National Bank, of Los Angeles, is the 
result of many months’ experiment and 
trial. As the accompanying chart 
will help to explain, an indispensable 
part of the system is the disposition of 
incoming cash letters with which the 
float problem dovetails so closely. 

As the cash letters (those containing 
checks for deposit) are received from 
the mail openers, they are examined to 
see that every check bears the indors- 
ing stamp of the depositing bank. 
This is to enable us to know whom to 
charge if the item is unpaid. A deposit 
ticket is then made out in duplicate, 
one part of which is the advice that 
goes to the depositing bank, and the 
other part ultimately becomes the 
voucher for our own country bank 
ledgers. At this stage, -we watch for 
foreign items, items that ought to be 
handled by the collection department, 
and so on, and thus remove them from 
the system before the letter is proved. 

The next step is a division into large 
and ‘small. The cash letters vary from 
a half-dozen checks up to batches of 
hundreds from the larger country 
banks, and while 
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letters the division is simply into 
Clearings, Checks on Ourselves, and 
Remits. The large ones have the 
remits divided: all ready for the out- 
going sets. 

Each letter is thus proved and sorted 
at one operation. The total of the 
letters, after the final recap is made, is 
credited to country books and the 
items are distributed to Clearings, 
Individual Bookkeepers, and Remits. 

Now let us look at the sample forms 
used. Take No. 1 first. It is the 
proof of a “large” letter. The name 
of the bank is typed at the head of 
the sheet, and the clearings are listed 
in the first column under the indication 
16.” The checks on us are similarly 
listed under “#15” and the remits 
are run on the right-hand side of the 
page under their respective classifica- 
tions. In recapping it will be noticed 
that these remit bunches are run first 
and then a sub-total is taken. This 
forms the amount to be charged to 
the Remit department. Clearings and 
checks on us are then added, thus 
proving the letter. 

Now for the float question. It will 
be seen that there are a number of 
pencil figures on the right of the 
amounts charged out. These are the 
number of days’ float which accrues on 
the item. A check on New York, for 
instance, carries five days’ float, one on 
a country point in Massachusetts 
carries eight days, and so on. It will 


be noticed that several of the remit 
sets are classified so as to include only 
items with the same number of days 
float. Thus #4 comprises checks on 
Dallas, Minneapolis, Denver, St. Louis, 
Kansas City, Houston, and Chicago— 
all four-day points; #5 comprises 
New York and Philadelphia, five-day 
points; while #1 and * 2 contain only 
checks with one and two days’ float 
respectively, being on points in the 
immediate vicinity of Los Angeles. 

It will be noticed that on the proof 
sheet, #2 appears as a total only. 
This is another short cut, for the two- 
day checks, comprising perhaps 40 
per cent of the whole letter, are listed 
directly on the letter with which they 
go to the Federal Reserve Bank. If 
later reference is necessary, we look 
up the duplicate bearing the total 
which appears under #2 on the proof 
sheet. 


FTER the bunches of checks are thus 

proved out, the float department 
gets this sheet, and the float is all reduced 
to a one-day basis by means of calcu- 
lating machines. The operator begins 
(in the sheet illustrated) by pressing 
the keys for 2249, omitting the cents. 
This is one day on 2249. Next she 
presses 4428 twice thus taking two 
days on 4428. Similarly she goes 
through the entire sheet multiplying 
out the amounts by the number of 
days, and at the end her machine 
registers 52,075. In other words the 
total interest deduction on float on 
account of this letter must be the 
amount of inter- 


there is no hard 
and fast rule, 


letters with about 
fifty checks or 


Chart of system of handling 
Incoming Cash Letters. 
Citizens National Bank of 
Los Angeles. 


less are placed 
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est on $52,075 for 
one day, all the 
float being at 
once reduced to a 
one-day basis. 
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The only differ- same computa- 
ence between the Lar mali tion, and as she 
handling of large So-clif N-chiif « Gay 5 Gay Eastern Checks on cledrings Checks on 1 gets the same 
and small letters Ourselves Remite total she places 
letters the “Re- within the space 
mits” (checks on Write Instr for that purpose. 


points outside 
the city of Los 
Angeles) are 
sorted at once 
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classifications 
which form the 
outgoing rout- 
ings. In the small 
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brought to one 
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of having to keep 
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track of one-day, 
two-day, three- 
day, four-day, 
five-day and soon 
up to twelve-day, 
as formerly. The 
card (3) on which 
therecordismade, 
is merely the 
amounts and 
dates. At the end 
of the month it is 
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the small letters, 

the procedure is 

identical. Days 
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amounts and 
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the calculating 
machines. Tohelp 
in the work of re- 
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we can double- 
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@) catch the train 
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all of which take 


cording the num- 
ber of days, the 
sorters place their two-day items on top 
and the runners make a sub-total (in 
this case 961.62) so as to get the two- 
day items all together and save multi- 
plications in the float department. 
After the checks leave the sheets, 
they are indorsed by machine and 
handed to the departments: Clearings 
to the Clearings Department, checks 
on ourselves to Individual Bookkeep- 
ers (where there is a supplementary 
process of sorting and running to the 
various bookkeepers), and remits to 


The procedure with large letters (1), small letters (2) and the record card (3) 


the Transit Department. The bunches 
of checks from the small letters must 
be re-sorted and proved, of course, 
but those from the large letters are 
already sorted and their totals proved. 


WE MAY be asked why we cannot 
arrange our outgoing divisions of 
the Transit Department so that all 
one-day items go to #1, all two-day 
stuff to #2, and so on through. We 
do it as far as possible, but the joker 
is this: all our Northern California 


the same number 
ofdays. Our *7 
comprises‘ General Eastern” and takes 
care of all the miscellaneous items we 
get payable all over the East, outside 
the four- and five-day points. Here 
again we have checks with differing 
numbers of days’ float all mixed up. 

The big advantage of the system lies 
in the individual proof of letters so 
that errors in incoming letters are 
immediately discovered, and in the 
saving of time by consolidating into 
one sorting the routing of the transit 
items in the larger letters. 


The Meaning and Methods of Securities Service 


y THE great mass of people who © 


work for a living, it seems simply 

incredible that any one should 
complain because of having so many 
coupons to clip. I shall never forget 
how as a boy I wondered at one of my 
father’s visitors who complained that 
his hand and arm were lame from clip- 
ping coupons from his bonds for an 
hour, more or less. 

When you stop to think about it, 
there is a lot of actual physical labor 
connected with the cashing of coupons, 
especially if you’re a millionaire and 
take care of your own securities. 
Suppose you owned $1,000,000 in 
bonds. Even if they were in $5,000 
denominations, you would have 200 
coupons to clip several times a year. 

_ But detaching coupons and deposit- 
ing them to the credit of the owner or 
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remitting the money to him is one of 
many services performed for clients by 
the custodianship or safe-keeping de- 
partment of modern banks and trust 
companies. 

However, it is not only the person of 
great wealth who can advantageously 
make use of safe-keeping 
services. Any one who owns securities 
to the amount of several thousand 
dollars should use the safe-keeping 
department of some financial institu- 
tion. Here is the story of one who 
didn’t: 

A few years ago there died in Phila- 
delphia an old woman by the name of 
Ellen Walsh. She was a thrifty old 
lady and saved her pennies dutifully. 
Gradually her pile grew and as it 


accumulated she bought stocks of old 
reputable companies with unbroken 
dividend records. But Ellen had no 
confiden@ée in any one; her husband, 
her daughter and all others were 
strangers to her financial transactions. 

Ellen died suddenly, but no one 
could learn where her money was. 
There was no trace of it. High and 
low the family hunted without avail. 
All the time they knew that she had 
hidden her valuables, for the dividend 
checks came regularly. Months and 
months went by. The suspense be- 
came unbearable, and in order to have 
the estate settled, Ellen’s husband 
and daughter had duplicate securities 
issued, a very costly and troublesome 
proceeding. 

Months later the daughter was 
burning up an old mattress and by 
(Continued on page 44) 
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Mr. Clutchbill Kicks Goal 


By FRED COPELAND 


HERE was a monkey-like nimble- 
[secs in the elbows of Cashier John 

Atwood on a certain evening when 
he shinned up into his upper berth for 
the night run back to the Ferndale 
National in the country. Hadn’t 
he again obtained an audience With 
the president of the Great Eastern 
National Bank? As usual the presi- 
dent of the great bank had spoken -of 
their service of procuring theater 
tickets, hotel reservations and other 
accommodations. And then John led 
out his—well, you might call it his 
partridge service. He had suddenly 
asked the president of the Great 
Eastern National if he didn’t have a 
friend or a valued customer who would 
enjoy the partridge hunting in the 
locality about Ferndale village. If he 
did, John was ready personally to con- 
duct whatever was offered. 

You know how easy it is to imagine 
things in an upper berth. John began 
supposing his new service was proving 
popular. He fancied he had just saved 
the life of a powerful politician that the 
president of the Great Eastern Na- 
tional had sent up for the partridge 
hunting. Surely he would be re- 
warded for that! He would have a 
seat beside one of the Great Eastern’s 
vice-presidential windows where he 
could hear the throaty, vibrating roars 
of the liners off the harbor. That 
would be a gleeful change from the 
nightly screech owl up in Moulton’s 
pasture, thought John. It takes an 
upper berth to start the flapping of 
magic sails. 

Consider, however, John’s surprise 
four days later when he received a 
personal letter from the Great Eastern 
National Bank which had been snugly 
tucked in the regular remittance letter. 
Was fate trying to make love to him? 
Listen to the letter: 


John Atwood, Esq., Cashier, 
Ferndale, Vt. 


Dear Sir: 


Referring to our chat of four days ago, I 
wish to advise that Sir Conrad Ravenglass, 
a relative of one of our directors, will 
arrive in Ferndale en route to Montreal on 
the 6:30 p. m. train on the 10th inst. 

Sir Conrad Ravenglass wishes to experience 
for a day the American method of upland 
hunting, and we have not forgotten your 
min ae service” which you so kindly 
offered. Anything you can do for Sir 
Conrad will be highly appreciated. 


Yours to serve, 
Llewellyn Bramble, 
resident. 


That evening when the 6:30 coasted 
in shooting fire from her brakes on the 
Main Street crossing, it dropped seven 
travelling bags and Sir Conrad Raven- 
glass on the platform. John gathered 


Oct. 9th. 


in the slack of Sir Conrad’s sleeve with 
a brotherly grip and led him across the 
village square to the Hotel 
Muldoon. “I didn’t know you 
had an invalid son,” sympathized 
Patrick Muldoon in a low voice. 

And then Sir Conrad turned 
around. A heavy cavalry mus- 
tache hung from his 
face. Either from 
hard riding or the 
heft of the mustache 
his small legs were 
bowed, but there was 
a hopeful, almost 
wistful, light in his 
eye. After such a 
sincere look John re- 
solved to give him 
the time of his life. 
But it can be set 
down here that it was to John that 
this phenomenon was to happen. 

Before they took the field in the 
morning John exposed Sir Conrad to 
Director Clutchbill for five minutes. 
It was not a noisy interview but Sir 
Conrad was made to understand in 
broken Yankee and English that the 
Ferndale National Bank stood squarely 
back of him, which was the same as 
saying in Ferndale village that he held 
the key to the situation. 

With this settled, or as they thought 
settled, John got the gun cases, shells 
and Sir Conrad into his roadster and 
then backed out of the bank slip by 
the curb. He at once headed his car 
for Hen Magoon’s cider mill, scene 
of many a successful bird hunt. 

Now the situation of Hen Magoon’s 
cider mill is common enough unless you 
were raised under glass in the city. 
But in order for you to understand the 
particulars of the coming melee you 
should know the mill squats beside its 
splashy water wheel in a little valley 
about two miles from the village. Up 
the brook a couple hundred rods the 
bush begins and it is uncommon good 
partridge cover. Moreover, there are 
a few wild apple trees in this jungle 
that no partridge will leave save under 
great pressure. 

It was into the dark coolness of the 
cider mill that John led Sir Conrad. 
Hen Magoon was a lengthy man of 
bone with an over-shot face. He was 
putting the. great wooden screw press 
to a mess of apple pulp when Sir Con- 
rad came to his notice. Sir-Conrad in 
his low knickers and double peaked 
helmet presented a sight Mr. Magoon 
had never encountered in real life. 
He let go the press and slowly ad- 
vanced beaming with curiosity and 
genuine brotherly love. 

“We want to leave our extra stuff 


FLUCKE 


There was a agate, almost wistful, light in his 
eye as he disembarked from the 6:30 with his bags 


here, Hen, while we gun up the holler 
a ways,” explained John after he had 
made a proper introduction. 

*‘Mister,” said Hen to Sir Conrad, 
“it would be folly for you to expose 
yourself to the trials of the bush on 
such a hot mornin’ without fortifying 
your inwards with a glass of my best 
cider.” 

*“‘Righto!”’ purred Sir Conrad in that 
soft yet commanding voice all English 
gentlemen have. 

Hen Magoon placed a thick tumbler 
under the spigot of a barrel a week old. 
A fine stream of white foam hissed out, 
clearing like champagne with an amber 
like the noon of autumn’s glow rollick- 
ing up within the old tumbler. It was 
harmless but it looked real and like 
home to Sir Conrad. Regretfully he 
followed John outside. 


HALF way to the bush Sir Conrad 
became talkative. Hespoke about 
the English methods of gunning upland 
birds. With the strange handling of 
his English words and his hurry to get 
them out into the air John could not 
gather in Sir Conrad’s announcement 
that English hunting was done in the 
open, and that the English partridges 
were driven out by beaters, thus allow- 
ing clear, open shots. 

It was for this reason the program 
jammed when they came to the thick 
patch of alders which led back into the 
thicker hardhack and birch where the 
birds always hide. 
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“Must we go in there?” asked Sir 
Conrad in astonishment. 

“Sure,” said John, “it’s nothing after 
you get uséd to it.” 

“But I can’t shoot in there!” ob- 
jected Sir Conrad. “Fancy holding 
on a bird in such a thicket.” 

“T’ll drive them by you....scare 
them your way,” persisted John. 

“TI rawther not! Can’t you drive 
them out here?” 

“T’ll try....try anything!” agreed 
John, breaking into the thicket in full 
knowledge that the American par- 
tridge will not leave cover when there 
is cover. 

For half an hour John raged around 
under the wild apple trees, flushing 
plenty of birds. Each time that the 
sudden whirr of wings betokened a 
flushed bird he would sing out and from 


his hillock in the open Sir Conrad 2 


would rise and 
present arms, but 
no bird was accom- 
modating enough 
to break cover. 
Finally John picked 
an alder prong out 
of his ear, rose to 
a standing posture, 
mopped his head 
and broke cover, 
himself. 

“I’m afraid it’s no use, sir,” he said 
in an apologetic voice. ‘Maybe if I 
could get hold of a few fellers to scare 
*em around faster they’d break cover.” 

*“Can’t we go back to the still while 
you do it?” smiled Sir Conrad. 

“Cider mill,” corrected John. 

“Righto....cider mill,” repeated 
Sir Conrad happily. 


it SEEMED a secure place to leave 
Sir Conrad till John could make the 
trip to the village and back with a 
couple of bushwhackers. 

When he reached the village he 
dashed into the bank and told Director 
Clutchbill the kind of a time he was 
having. 

“He won’t go into the woods?” 
asked Mr. Clutchbill, doubting his own 
mind. 

“Not a step....he wants them to 
fly in the open like crows.” 

“Don’t git no bushwhackers,” ad- 
vised Director Clutchbill, “we can’t 
pay for no deaths. If I ever git shut 
of runnin’ the bank this afternoon I'll 
chase a partridge right into his lap, 
myself. You go back and play euchre 
or something with him till four o’clock, 
then you get him set about twenty 
rods below the alder swale where the 
brook comes out of the cider mill 
woods. I can run a bird past him 
that'll cause talk. And tell him to 
lay his shells where he can get ’em 
quick.” 

“But, Mr. Clutchbill, are you sure? 
....it’s an awful job to make one of 


those cider mill brook partridges quit 
cover.” 

“You go and get set,” ordered 
Director Clutchbill. “I was raised in 
these woods when partridges wa’n’t no 
bigger’n wasps. I know what makes 
*em run and what makes ’em fly and 
how they count time and how they 
wear their tail feathers.” 

The moment John left, Director 
Clutchbill snatched up the bank tele- 
phone and held a long palaver with 
Ferndale village’s greatest nimrod, 
Oliver Bero, a bird hunter of such cat- 


. footed stealth he never failed to show a 


few partridges hanging in his woodshed. 


FLUC KE 
shots before 
the melee 
swept by 


At 3 p.m. Director Clutchbill closed 
the door of the Ferndale National and 
left the settling of the cash to Willie 
Dexter and the bookkeepers. At 3:30 
Mr. Clutchbill and Mr. Oliver Bero 
got out of Mr. Bero’s car near the cider 
mill partridge cover. Mr. Bero re- 
turned after a scout and reported John 
and Sir Conrad entrenched on a hum- 
mock twenty rods down the brook 
from the cover. 

Guided by this information, Director 
Clutchbill took a large bird from the 
rear of Mr. Bero’s car and started for 
the edge of the alders followed by Mr. 
Bero and his black spaniel on a rope. 

At the last corner of the alders 
Director Clutchbill ordered Mr. Bero 
to seize a stick, hammer around in the 
alders and do a lot of yelling. At 
times Mr. Clutchbill, himself, let out 
shrill cries. And when the chorus had 
swelled to volume, he turned loose the 
great bird under his arm, then, shortly 
afterwards, Mr. Bero’s black spaniel 
was unleashed and pointed toward the 
bird which was following the line of 
least resistance down the brook valley. 

Twenty rods down stream stood 
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John with a strange eye bent on the 
advancing bird. On Sir Conrad’s face, 
however, there played the light of 
satisfaction; he knew how to handle 
driven game. But it appeared he was 
not used to its speed in American 
waters. Although every time Mr. 
Bero’s fat spaniel pulled her legs to- 
gether with a jerk which made her 
ears snap, she was unable to overhaul 
her quarry; only extend it to its utmost 
pace which took the form of spasmodic 
leaps into the air. _Back of them came 
bounding Mr. Clutchbill straining 
every tendon to keep in sight of the 
flying pair ahead of him. “Fire! 
Fire!!’’ he yelled when the van 
drew abreast the battery. 


SIR CONRAD opened with 
both barrels and got in three 
more shots before the melee 
swept by. 

“You winged your bird, sir,” 
cried John, noticing the bird no 
longer leaped into the air, but 
ran with long loping strides close 
to the ground. ‘Come on, sir!’ 

. The spaniel and Mr. Clutchbill 
had already flashed by in full 
stride. But because of their 
great age they were unable to 
overtake the mottled bird before 
it ran into the blackberry patch 
back of the cider mill. 

By request Hen Magoon came from 
his labors in the mill, and he together 
with Director Clutchbill, John and the 
spaniel wiggled sidewise into the black- 


berry jungle with its millions of 


prickers. It was a stirring sight. The 
sudden bendings and more. sudden 
risings as each member lunged for the 
great bird only to be electrocuted on 
the pistol pocket by a_ blackberry 
needle. Then John let out a full- 
lunged whoop and stood up in the 
middle of the patch with a great grey 
bird flapping in his face. 

When the army came out of the brier 
patch both of Mr. Clutchbill’s shirt 
sleeves were slit to the collar. Mr. 
Hen Magoon had entirely shed one 
overall leg, amputated at the knee. 
Across John’s face were a couple of 
red streaks like sabre cuts, the result 
of his last successful lunge. 

*“‘Ain’t he a beauty?” cried Director 
Clutchbill, looking at Sir Conrad, as 
he passed his hand over the barred 
tail feathers of the great bird which 
John held aloft. 

Hen Magoon gave the bird a close 
inspection and was struck dumb. He 
looked at Director Clutchbill and his 
eyebrows fluttered frantically for a 
moment, but his face remained “set.” 

“My word! it looks like a caper- 
cailzie, our great English grouse!” 
observed Sir Conrad. 

“Exactly, sir! a gallinipper! it must 
have strayed from Texas!” John held 
the bird proudly aloft, a bird which 
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the Hotel Muldoon served that night 
to its honored guest. 

Sir Conrad Ravenglass journeyed 
alongthe next morning toward Montreal 
where he was to embark for England. 

About a week later Director Clutch- 
bill spread a large blank sheet of paper 
before him in the front office of the 
Ferndale National. He headed it 
“Expense Account” and set down the 
following items: 


To Oliver Bero’s rooster.......... $4.00 
To Oliver Bero for labor, i.e., clip- 
ping off native tail feathers of 
above rooster and wiring on 
e tail feathers......... 1.75 
To Oliver Bero for labor, i.e., trans- 
porting self and rooster to cider 
mill alders 


To 1 shirt destroyed in berry patch 2.00 


$10.75 


“There,” said Director Clutchbill, 
“there’s mine. You can put yours in 
when you’re able to write again.” 

John. took the sheet and handed Mr. 
Clutchbill a letter he had received that 
morning from the Great Eastern 
National Bank. Mr. Clutchbill ad- 
justed his spectacles, slid down in his 
chair, and read: 


John Atwood, Esq., Cashier, 
Ferndale Nat’! Bank, 
Ferndale, Vt. 


Dear Sir: 
We wish to thank you again and again for 


A. Merry Christmas Party for 


HRISTMAS, 1923, was the 
twentieth Christmas anniversary 
of the Peoples Stock Yards State 
Bank, and so in anticipation of the 
twentieth anniversary that was to 
occur early in 1924 the bank took the 
occasion to celebrate. It decided to 
give a huge Christmas party for the 
children of its immediate district 
“back o’ the yards” and in doing so it 
hoped to accomplish two main things. 
In the first place, it wanted to win as 
friends the coming gen- 
eration of bank de- 
positors. And in the 
second place, it took 
this very effective means 
to let the district know 
that the bank’s twenti- 
eth anniversary was not 
faraway. Incidentally, 
it sought to gain the 
good will of the fathers 
and mothers in that 
district of Chicago. 
When the bank de- 
cided to invite the 
children of the 
district to a free 
party, it little 
realized the mag- 
nitude of the un- 
dertaking. The 
Christmas party 
that was planned 
in celebration of 
the twentieth 
Christmas anni- 
versary consisted 
of a ‘‘special, 
great moving pic- 
ture show, vaude- 
ville entertain- 
ment and Christ- 
mas party with a 
gift for every 
child.”” From the 
“modest” original 
plan of renting a 


By A. T. HUIZINGA 


theater seating 2,000, the plans grew 
to a schedule of eight separate parties 
—two each afternoon for four days. 

The most serious problem to be 
solved was the method of distributing 
the tickets. But that goes still further 
back to the early decision that ad- 
mission was to be by ticket only. For 
had the bank sent out a broadcast 
invitation, all 16,000 would have been 
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the delightful time you staged recently for 
our valued English customer, Sir Conrad 
Ravenglass. 


We quote from a letter just reeeived by his 
brother-in-law who is one of our directors: 
ae I have now passed four days and 
four nights in Montreal visiting the Vene- 
tian Gardens, the Mount Royal Roof, the 
Motorists’ Inn, Notre Dame Cathedral and 
Molson’s Brewery, I have not as yet ex- 
erienced a thrill as great as that arranged 
or me by your correspondents, Colonel 
Clutchbill and Manager John Atwood of 
the Ferndale National Bank. Give me the 
ersonal liberty to recommend them 
ighly.” 
We trust we may be privileged to make use 
of your kind hunting service again. 
Yours to serve, 


Llewellyn Bramble, 
President. 


16,000 Children 


on hand for every party. Eight sets of 
2,000 tickets were printed, of different 
colors, dates and times, each good for a 
specified performance. There were 
eight distinct performances, two each 
day for four days. 

‘Though we were careful to overlook 
none of the children lest we miss 
contacts that might prove valuable, 
we faced a more complicated problem 
of bringing together in one party 
all those who knew each other and 
had interests in common. 
We solved it by distributing 
the tickets through the six 
public and eighteen parochial 
schools within a mile radius 
of the bank. True, the 
bank’s logical trade territory 
extended far beyond a mile 
radius, but 16,000 was the 
attendance in these twenty- 
four schools in the first eight 
grades. The actual distri- 
bution of tickets required a 
full week, because the bank’s 
representative had to visit 

every one of the 
300 rooms and 
make a_ three- 
minute “‘speech” 
of invitation in 
each room. | 

This direct con- 
tact was very 
valuable, and in- 
cidentally it dis- 
closed the fact 
that over 90 per 
cent of the chil- 
dren knew the 
bank and where 
it was located. 
All were advised 
to take the tickets 
home to their 
mothers for safe- 
keeping. 

The eight 

(Continued on page 44) 
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the Future Thirty Years 


bank into the 
heart of the re- 
tail district. The 
bank has adver- 
tised in local 
newspapers, put 
up an immense 
sign on Broad- 
way, circular- 
ized its clientele 
with a monthly 
bulletin. These 
publicity efforts 
have been di- 
rected in a 
straightforward 
way, without 
any stunts, con- 
tests, prizes, or 


special induce- 
ments. 
The focal 


point of all the 


promotion has 


A section of the oval working space 


( HAT is the advertising value of 
a building? Is there any way of 
computing the comparative 

business advantage between a banking 
house that is merely adequate, and one 
that is not only adequate but archi- 
tecturally impressive and magnificent? 

I know no formula for making this 
calculation, but I have heard bankers 
say that a fine building is the best bank 
| advertisement in the world. Here is a 
bit of experience that seems to uphold 
this view. 

The Greenwich Savings Bank —third 
oldest in New York, a bank that has 
paid depositors interest continually for 
ninety-one years—recently moved its 
main office from its old building on 
lower Sixth Avenue to a new building 
uptown. 

In its old quarters the bank had been 
losing depositors for seven years. On 
May 19 it opened for business in the 
new building and from that opening 
day it has steadily gained in accounts 
and deposits. Not a week has gone by 
that has not registered a net advance. 
Even in July and August, which are 
normally poor months for savings 
banks, it gained substantially. 

There are other factors, of course. 


The new location is strategic, its site 
commanding. The move brought the 


been the new 
building. It has 
attracted visitors, is daily attracting 
them. People have come in to see fine 
architecture, and have 


The New Home of an Old 
New York Bank, Its Elliptical 
Island and Its Unit System 
of Tellers by ‘‘Quadrants’’ 


By’ GEORGE W. GRAY 
Photos by Mattie Edwards Hewitt 


the one that is mainly responsible for 
the continuing growth of new business, 
is the great, many-columned building, 
with its classic facade, its majestic lines, 
its spacious and richly beautiful in- 
terior. 

Quite apart from architectural dis- 
tinction, however, this new building is 
important for its contribution of new 
ideas for facilitating business. It 
embodies exceptional features that 
represent the collaboration of experts 
in building with experts in equipment 
and methods. 

Perhaps the most striking and 
obvious departure from the conven- 
tional is‘the great oval banking room, 
with the working quarters concentrated 
in an elliptical island in the center, 
surrounded by an aisle eighteen feet 
wide all around. This interior is the 
more surprising because the exterior is 
almost rectangular, with straight front- 
ages on Broadway, Thirty-sixth Street, 
and Sixth Avenue, and the outside 
proportions lead one to expect a corre- 
spondingly rectangular interior. One 
finds instead a massive oval, whose 


later come back to 


open an account. 
Proud depositors have 
brought in neighbors 
and relatives to show 
them ‘“‘our bank” and 
introduce them, and 
a great many of these 
introductions have re- 
sulted in new accounts 
with the bank. Re- 
cently a man passing 
along Broadway wan- 
dered in, attracted by 
the architecture. His 
enthusiasm over the 
building led one of 
the officers to intro- 
duce himself, and the 
visitor proved to be 
the distinguished art 
critic of a metropoli- 
tan newspaper, an 
authority of interna- 
tional fame in his field. 
Emphatically the. 
most valuable pub- 
licity factor, in the 


judgment of the 


bank’s officers, and 


The officers’ quarters overlook the ‘‘island” in the lobby 
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ceiling is the domed roof six stories 
above supported by gracefully curving 
walls of carved limestone. 

But practical considerations led to 
the adoption of the plan. The trustees 
wanted, first of all, the island system 
of arrangement for the working quar- 
ters, since their investigation convinced 
them that it was the most efficient. 
Secondly, they wanted equal entrances 
at opposite ends of the building leading 
in from Broadway and from Sixth 
Avenue, since both are main thorough- 
fares. Finally, they wanted ample 
space for the movement of depositors. 
These three conditions were regarded 
as desirable to facilitate business, serve 
depositors promptly, and utilize floor 
space to the best advantage. Five 
months of business under these condi- 
tions have demonstrated the efficiency 
of the arrangement. 


HE working quarters within the 

island are standardized according toa 
modification of the unit system. The 
layout here is the result of a very care- 
ful study on the part of the bank offi- 
cials, who visited various banks in 
which the unit system is used, tested 
the system, and finally worked out the 
modification which has been put into 
effect here. 

A typical unit system subdivides the 
counterscreen into a series of cages, 
each of which is a miniature bank. The 
teller in each window is empowered 
both to receive and pay. He has at 
his back a bookkeeper to verify items, 
and he and the bookkeeper together 
serve all the banking needs of the 
depositors assigned to his window. 

The arrangement which the bank has 
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The classical entrance from Broadway 


adopted divides the elliptical counter- 
screen into quadrants. Each quadrant 
is a unit, a miniature bank for the 
service of a designated number of 
depositors, and it is made up of a 


A corner of the officers’ dining room 


series of windows in each of which the 
teller is specialized. Each quadrant 
thus has. tellers for (1) receiving new 
accounts, (2) receiving deposits, (3) 
withdrawals and crediting interest, (4) 
paying depositors. In apportioning 
accounts among the units, the numeri- 
cal arrangement is followed. 


(THE order of arrangement for 
windows and cages was carefully 
planned to economize space and labor. 
Each quadrant begins with a new- 
accounts window, and in each case it is 
the window of its quadrant nearest an 
entrance to the building. All signature 
cards for his section are directly behind 
the draft teller. The ledger cards are in 
drawers which open on the opposite 
side from those containing the signature 
cards. Thus all records are easily 
available. The compact organization 
of each unit is such that in no case will 
a pass book have to travel more than 
nineteen feet, the distance between the 
last card-ledger tray and the cage of the 
last draft clerk. The net result of this 
carefully planned organization and 
layout is speed and proficiency in 
serving the depositor. 

Four entrances give access to the 
island—a grilled door at each end of 
the long axis, a staircase and an 
elevator to the basement. The elevator 
rises in the center of the island, pushing 


(Continued on page 46) 
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The Borrower's Financial Statement 


The Requirements, for Better Business, of Federal Reserve 
Banks With Members, and of National Banks With Customers 


little group of men held a meeting 

in one of the many offices in the 
Treasury Building at Washington, D.C. 

It was not an unusual meeting in one 
sense of the word; as a matter of fact 
it was quite routine in its nature. 
Those in attendance were the twelve 
chief national bank examiners from the 
several districts of the United States. 
They were in conference with D. R. 
Crissinger, then Comptroller of the 
Currency. 

Meetings such as this still are held. 
Views are exchanged, problems en- 
countered since the last meeting are 
discussed, and every endeavor is made 
to consider the tremendously impor- 
tant work which these men do, from 
every angle which may lead to greater 
efficiency and skill in solving the many 
puzzles which daily confront them. 

The particular meeting mentioned 
passed into history quite unheralded 
as any more important or significant 
than the others which had preceded it; 
and yet, because of a certain point 
raised regarding a matter of banking 


[i THE early days of June, 1922, a 
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practice in the State of Nebraska, it 
was destined to exert a very great in- 
fluence on the banking business of the 
entire country. 

As a result of the discussion, Comp- 
troller Crissinger wrote a short letter — 
a letter which, for all practical pur- 
poses, inaugurated seriously the policy 
of establishing credit departments in 
small as well as large national banks— 
a practice which has since become 
general with banks in all classes. For 
that reason, the letter is worth repro- 
ducing here. It follows: 


Washington, June 5, 1922. 


To Board of Directors 
of all National Banks: 


The necessity of requiring financial state- 
ments from borrowers has long been ap- 
— to this office and an endeavor has 

een made to impress upon the manage- 
‘ment of national banks the importance of 
this matter by having the examiners dis- 
cuss it with the directors while in the bank. 
All banks, however, have not as yet adopted 
the practice of requiring such statements. 

This office, the State banking depart- 


ment and the Bankers’ Association of 
Nebraska have united in requesting all 
banks in Nebraska to obtain from bor- 
rowers of $500 or more, whose loans are not 
adequately secured by liquid collateral, a 
satisfactory financial statement upon which 
to base accommodations extended. 

It is desired that national banks in other 
states shall also adopt this practice, and 
you are requested and urged, therefore, to 
put this plan into operation. 

Please app receipt of this letter 
and advise what will be done in the prem- 
ises. 

Respectfully, 


D. R. CrIsSINGER, 
Comptroller. 


This letter was not an order to 
national banks to install a credit 
system which should contain financial 
statements from borrowers. As a 
matter of fact it is generally admitted 
that the comptroller had no legal 
authority for issuing such an order. 
But, as expressed by one prominent 
Washington banker, “‘it was a request, 
and a very urgent one, too, which 
called attention to the necessity for all 
banks to adopt a plan which has made 
for better banking.” 
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It may be stated without hesitation 
that there is a strong tendency to re- 
quire more complete financial state- 
ments from borrowers from national 
banks, no matter what the size of the 
loan requested may be. Not only is 
this true, but there is a further ten- 
dency toward standardizing such state- 
ments. At the national capital, one 
of the forms used by the large banks is 
that designed and approved by the 
American Bankers Association. In 
this form, as in many others in use 
throughout the country, slightly dif- 
ferent information is requested from 
corporations than from partnerships 
or individuals engaged in business, for 
which reason a special blank is pro- 
vided for each class of customers. It 
may be stated on the authority of one 
of the high officials of the American 
Bankers Association that this organi- 
zation is, of course, greatly interested 
in the question of adequate credit 
information. It was stated that the 
clearing house examiner of the asso- 
ciation will keep credit information on 
file so that member banks may obtain 
it when desired. 


(THERE is, of course, no necessity for 
stressing the desirability of a credit 
file in any bank. One leading Wash- 
ington banker summed up what seems 
to be the prevailing sentiment when 
he said: 

“A credit file of borrowing cus- 
tomers is highly desirable. Naturally 
a bank does not place entire depend- 
ence on such a file; but with a 
financial statement from a customer 
in hand, the securing of other desired 
information is greatly faciliated. The 
importance of maintaining such infor- 
mation is being recognized more and 
‘more, not only by bankers, but by 
all business concerns. Even credit 
‘men’s associations and better business 
bureaus throughout the country are 


STAT 


now urging the establishment of 
complete credit files in the interest 
of more efficient management and 
the tendency in that direction is 
very marked. 

““Naturally the value of such a file 
depends very largely upon its fresh- 
ness of data; and efforts are now 
being more and more directed toward 
revising the information at more 
frequent intervals. A financial 
statement made a few months ago 
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may not reflect today’s condition of 
any business institution. The necessity 
of constant revision is therefore plainly 
apparent.” 

A visit to the office of Chief National 
Bank Examiner J. W. Pole developed 
some highly interesting information. 
As an example of the interest being 
shown in such statements, it was 
stated that not only is there a growing 
tendency to insist on them, from 
borrowers from national banks, but 
that as a matter of fact it is now im- 
possible for a national bank to get a 
100 per cent report from an examiner 
unless it does have adequate credit 
data on file. 


ig WAS stated that the large city 
banks have led in the matter of 
requiring financial statements from 
borrowers, and the chief difficulty 
encountered by the office of the chief 
examiner has been to interest banks 
outside of the reserve cities in install- 
ing such a credit file. The depart- 
ment, however, states that it is much 
gratified to note that of late the 


begun to respond re- 
markably well to the 
request to maintain 
such a file. 

The comptroller’s 


office insists that the 
discount committee of 


a national bank must 
have, as members, at 
least two directors 
who are not active 
officers of the bank. 
A very large responsi- 
bility, in the matter 
of loans, is put on dis- 
count committees and 
boards of directors, 
and this requirement, 
in itself, it is stated, 
makes it almost vitally 
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necessary that proper credit informa- 
tion shall be on hand for the inspec- 
tion of the bank examiner. 

National bank examiners, of course, 
have no authority to require that any 
particular form of financial statement 
shall be used. They have, however, 
full authority to require that complete 
and proper information in some form 
shall be accessible, so that loans may 
be properly classified. In this respect, 
it is worthy of note that one item of the 
report of an examination of any bank 
has reference to the class of credit in- 
formation available. If a bank does 
not provide full information on a loan 
of any consequence, such loan is listed 
for special mention and investigation; 
and if the information given an exami- 
ner regarding any loan is what may be 
called mere hearsay, this fact is par- 
ticularly noted by the examiner, so 
that the next examiner who visits the 
bank is put on special guard with re- 
spect to that loan. 


THE examiner’s duty is chiefly to see 
that loans are legally made, and 
properly safeguarded. Ifthe examiner 
believes that proper information is not 
on file, he so notifies the bank, and 
reports that fact to 
the office of the 
chief examiner. 
What can the 
chief examiner do 
if a bank does not 
provide such infor- 
mation as the 
comptroller’s office 
deems necessary? 
The comptroller’s 
office has no au- 
thority to restrict 
loans made by any 
bank, either direct- 
ly or through its 
examiners, simply 
because credit in- 


TO FEDERAL RESERVE BANK OF CLEVELAND 
NOTICE 


formation is not at hand. But that 
office can demand that such informa- 
tion be secured; and if this is not done, 
after proper notice has been given, the 
bank may be put on a special list for 
examination every ninety days, or even 
every sixty days. Asa matter of fact, 
if it is deemed necessary in order 
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is met only at rare intervals, it is true, 
as all of the larger banks now have fine 
credit departments with interchange of 
information; and the smaller banks are 
rapidly developing similar departments. 

So much for the tendency towards 
requiring more complete and frequent 


to protect depositors and stock- 
holders, the comptroller’s office may 
list a bank for special examination 
every thirty days until adequate 
credit data is provided to enable 
the examiner to pass intelligently 
on the credits extended. This is 
an extremely efficacious method of 
obtaining the information desired, 
as no bank wishes to be listed for 
special examination at such fre- 
quent intervals. Such a condition 
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financial statements from borrow- 
ing customers or national banks. 
But what of loans that are 
taken to the Federal Reserve 
banks for re-discount, when a 
member bank finds that such a 
course is desirable? 

Inquiry at the office of Secretary 
Walter L. Eddy, of the Federal 
Reserve board, developed some 
interesting information on this 
point. 

First of all, the Federal Reserve 
board, exercising its statutory 
right to define the character of a note, 
draft or bill of exchange eligible for 
discount at a Federal Reserve bank, 
has determined that — 

It must be a negotiable note, draft 
or bill of exchange which has been 
issued or drawn, or the proceeds of 
which have been used or are to be used 
in the first instance, in producing, pur- 
chasing, carrying or marketing goods* 
in one or more of the steps of the proc- 
ess of production, manufacture or 
distribution, or for the purpose of 
carrying or trading in bonds or notes 
of the United States, and the name of a 
party to such transaction must appear 
upon it as maker, drawer, acceptor or 
indorser. 

On the other hand, if must not be a 
note, draft or bill of exchange, the 


proceeds of which have been used or 
are to be used for permanent or fixed 
investments of any kind, such as land, 


* As used in the regulations of the Federal Reserve 
Board, the word “‘goods” is construed to include 

oods, wares, merchandise or agricultural products, 
including live stock. 


y 
as 
a1 
2 
g 4 
: 
| 
Ly 
ef | 1 
ks 
in 
at 
ve 

si- 

lly 

Statement ot Clue of Business (Datei TO FEDERAL RESERVE BANK OF CLEVELAND 


Eighteen 


buildings or machinery, or for any 
other capital purpose. 

The regulations of the board further 
provide that “ta Federal Reserve bank 
must be satisfied by reference to the 
note or otherwise that it is eligible for 
discount.” The member bank must 
certify in its application whether the 
note offered for discount has been dis- 
counted for a depositor other than a 
bank or for a non-depositor; and if 
discounted for a bank, whether for a 
member or a non-member bank. The 
member bank must also certify whether 
a financial statement of the borrower 
is on file with it. The regulations 
further provide that: 

“A recent financial statement of the 
borrower must be on file with the mem- 
ber bank in all cases, unless the note was 
discounted by a member bank for a 
depositor (other than a bank) or for 
another member bank, and— (unless) 

*(1) It is secured by a warehouse, 
terminal or other similar receipt 
covering goods in storage, by a 
valid prior lien on live stock which 
is being marketed or fattened for 
market, or by bonds or notes of 
the United States; or 

The aggregate of obliga- 
tions of the borrower discounted 
and offered for discount at the 
Federal Reserve bank by the mem- 
ber bank is less than a sum equal 
to 10 per cent of the paid in capital 
of the member bank, and is less 
than $5,000.” 


HE regulations of the Federal 
Reserve board therefore make it 
mandatory on member banks, not 
only to have a financial statement 
of the borrower whose note is pre- 
sented for discount, but that that 
statement shall be of recent origin. 
Note that only in two instances 
may such financial statements be 
not required, namely: First, when 


the line of credit granted is in excess 
of $5,000, but is amply secured by 
what may be termed liquid assets; 
or, second, where the line of credit 
is less than $5,000 and less than 10 
per cent of the paid-in capital of the 
member bank. In all other cases, a fi- 
nancial statement “‘must” be on file with 
the member bank, under the regulations. 

The regulations, however, give 
Federal Reserve banks wide discre- 
tionary power, for they also provide 
that such banks “may” in all cases, 
require the financial statement of the 
borrower to be on file. 

It was explained at the office of the 
Federal Reserve board that no at- 
tempt has been made to prescribe any 
certain form of statement; the board 
merely requiring that a satisfactory 
statement must be on file, and leaving 
it to the banks to prescribe their own 
form of statement. 

“It would be very difficult, perhaps 
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impossible, to design any one form of 
statement which would be applicable 
in each of the twelve Reserve districts,” 
said one Reserve board official. “Asan 
instance, a statement from a live stock 
grower necessarily would be quite 
different from that which would meet 
the requirements of an operator in the 
oil fields; and the statement of a fruit 
grower could hardly be made on the 
same form that would be suitable for 
a cotton or tobacco raiser. For this 
reason the board has left the question 
of form of statement to be provided to 
the Reserve banks in the different 
districts.” 


IN ORDER to ascertain exactly what 
requirements were being enforced in 
different Federal Reserve districts, the 
writer made a survey. Broadly it may 
be stated that in most districts, the 
Federal Reserve banks have designed 
special forms for the use of their 
members. These vary in both 
form and number in different 
districts. However, the infor- 
mation given out by the banks 
usually is to the effect that 
while each has supplied special 
forms, the use of these is not 
obligatory if the statement sub- 
mitted complies fully with the 
requirements. Naturally the use 
of the bank’s own form makes 
for uniformity and ease, both in 
examining and in filing of such 
statements; but the different 
banks, in an endeavor to be of 
the greatest service, usually 
waive the special form. 

At the Federal Reserve bank 
in Philadelphia it was stated 
that the practice is to get a 
financial statement from every 
borrower, no matter what the 
size of the loan may be. Further, 
the bank while not insistent upon 
the point, makes an urgent 

(Continued on page 40) 
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With the Camera 


At the convention of the Financial Ad- 
vertisers Association in Richmond, Va. : 
Left to right, Preston E. Reed, secretary; : 
Guy W. Cooke, Gaylord S. Morse, re- 4 

tiring president; Carl A. Gode, treasurer : 


Original Lack 
onthe errr of the 
BANK" ANHAT TANCOMPANY 
at 46 Wall St. 
in 1799 


Here’s a lock 125 years old, used by the original Bank 
of the Manhattan Company in 1799. It was a feature 
of an interesting window display in the bank’s new 
quarters at Madison Avenue and 43rd Street, New York 


Improvement in Travel 


is matched by our improvement 
in Banking methods 


Col. Leonard P. Ayres, vice- 


esident of the Cleveland 
The improvement in travel from the days of Magellan rust Company, broketwenty- = 
to the airplane flight around the world, as illustrated seven targets out of thirty — 

in the lobby of the First National Bank, of Detroit shotsin arevolver competition 


at an encampment of reserve 
army officers in Cleveland 


COPYRIGHT, INTERNATIONAL 
An army of police, secret service agents, sharpshooters, a platoon of machine gunners besides numerous private 

lice guarded armored trucks that carried thirty-three billion dollars in gold. certificates, and securities 

rom the Equitable Building safety deposit vaults to the new Federal Reserve Bank quarters at 44 Maiden Lane 
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Your Carbon Copies at Work for You 


Sentence Structure and Elimination of Superfluous Words 
and Phrases for More Forceful Letter Writing in the Bank 


F YOU will pause for a moment and 
] try to determine the number of con- 

tacts a bank makes through corre- 
spondence compared with the number 
of personal contacts, you will readily 
realize the importance 
to banks of correct 
letter writing. Es- 
pecially in the larger 
cities, banks know 
their customers main- 
ly by correspondence. 
Of the importance of 
good letters few are 
unaware; but of the 
way to bring about 
improvement in one’s 
style, most people are 
entirely lacking in 
appreciation. 

For one who has 
had long practice in 
dictating bank letters 
there is but one prac- 
tical method for im- 
proving one’s style of 
writing. Analyze a 
few carbon copies of 
your letters each day 
and discover your 
weaknesses. Then 
reconstruct your 
letters and eliminate 
your faults. 

This, you say, in- 
volves a knowledge of correct standards 
of letter writing. Truly, it does, but 
most dictators of bank letters fail not 
because they lack the proper standards; 
they fail because careless habits are 
allowed to go on day after day with 
never an attempt at correction. 

This method involves some effort, 
that of careful analysis and revision, 
but one who seriously wishes to im- 
prove his letters ought to be willing to 
spend fifteen or twenty minutes a day 
for a few weeks in order to rid himself 
of his faulty letter habits. The great 
advantage of this method for improving 
letters is that it does not interfere with 
your regular work. You will never 
accomplish much by trying to “use all 
the English you know” when actually 
dictating letters. When dictating, you 
should have absolute freedom from the 
terrible restraint that is born of trying 
to revise while composing. Write your 
letters in your usual manner but revise 
a few of them at the end of the day. 

In a short time, although not conscious 
of it, you will be dictating in a new and 
improved style. 

This method, discovery of faults plus 


By ALDEN E. DAVIS 
Old Colony Trust Company, Boston 
and Instructor in College of Business 
Administration, Boston University 


of the check by Mr. Sanderson.” This 
is much more direct and forceful. The 


main clause of the revised sentence 
expresses part of the real message of 
the letter. 


The second sentence is 
weak for the reason 


revision, works. Let us try a few 
letters and see, first, an easy one. 

(All of the examples used are actual 
letters, although changes in names were 
made.) 


dear Miss Libbey: 

We-have-+reeetved your letter of 
September 24 con- 
tains an entirely satisfactory ex- 
planation of the receipt of the 
check by Mr. Sanderson. We 
enclose it and shall be glad to have 
you acknowledge receipt of the 
same. 

We thank you for your courtesy 
in the matter. 

Very truly yours,” 


In analyzing this letter it is clear at a 
glance that it is unnecessary for the 
main clause of the first sentence to be 
wasted with the statement that the 
company has received the customer’s 
letter of September 24. By crossing 
out “We have received” and “‘and the 
same,” the sentence reads ““Your letter 
of September 24 contains an entirely 
satisfactory explanation of the receipt 


that ““We enclose it” 
occupies the most 
prominent position, 
whereas the request, 
which is perhaps the 
most important part 
of the letter, occupies 
a relatively unimpor- 
tant position in the 
letter. The sentence 
would be much more 
forceful written as 
follows: “Kindly ac- 
knowledge receipt of 
the check which is 
enclosed.” By revis- 
ing this letter as 
suggested the mess- 
age is briefer and 
much more forceful, 
whereas it does not 
lack courtesy. 


How to Secure 
Emphasis 


It is well to re- 
member in writing 
certain letters that a 
definite message must 
be given emphasis. This message 
should not be hidden in an unimportant 
position in the letter. Let us take an 
example: 


“Dear Madam: 

In connection with our signing 
jointly with you a bond of in- 
demnity on account of the loss of a 
Western Union Telegraph Com- 
pany dividend check, and so that 
our files may be in proper order, 
we would appreciate your signing 
the enclosed paper, returning it to 
us in the accompanying stamped 
envelope, and then we will sign the 
bond of indemnity and forward it 
immediately to the company so 
that you may receive a duplicate 
check. 

Very truly yours.” 


Three distinct things must be ac- 
complished if the above letter is to be 
effective. (1) What the bank wants 
immediately is the signing and return- 
ing by the customer of the documents 
sent along with the message. (2) In 
addition to this, the letter must say 
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something as to the bank’s procedure 
in the future as regards the transaction. 
(3) The message must also identify 
the whole transaction. It would take 
the customer at least two readings of 
the above letter to determine what 
the bank desired. This is so chiefly 
because the request to sign the docu- 
ment and return it in a stamped 
envelope is written in the middle of one 
long involved sentence. Special em- 
phasis could be given to the request 
very easily by placing it at the very 
beginning of the letter, following with a 
statement identifying the transaction, 
and ending: with a statement of future 
procedure. 


“Will you kindly assist us by 
signing the enclosed paper and 
returning it in the stamped en- 
velope? This is in connection with 
our signing jointly with you a 
bond of indemnity on account of 
the loss of a Western Union Tele- 
graph Company dividend check. 

Immediately upon receipt of 
your reply, we shall be pleased to 
sign the bond of indemnity and 
forward it to the company so that 
you may receive a_ duplicate 
check.” 


The most important of these sentences 
is the request. Why then not put the 
request in the most prominent position 
in the letter—the beginning? In the 
original letter the request is hidden in 
the middle of a long, tedious sentence. 
It is entirely without emphasis. By 
putting it at the beginning, it is clear 
at a glance what the bank wants the 
customer to do. In the re-written 
letter the transaction is identified in 
such a way that the least conspicuous 
position in the letter is used. The 
re-written letter outlines clearly the 
future procedure on the part of the 
bank and gives emphasis to the idea 
that the customer will receive the 
duplicate check sooner if he attends at 
once to the request. The whole 
strategy in the revised letter lies not in 
words, but wholly in sentence struc- 
ture. Almost the same words are 
used but all will agree that the second 
letter is clear on one reading, whereas 
the first involves considerable study 
before one can determine just what is 
wanted. 

Let us consider another example of 
complex sentence structure: 


“Dear Sir: 

We beg to acknowledge receipt 
of your letter of September 29 in 
reference to the ninety-day sight 
draft for $12,148.88 drawn by 
Jones and Chandler under our 
Commercial Letter of Credit No. 
1510 issued by us by order and for 
account of the Olean Mills, New 


Bedford, Mass., 


this Com- 
mercial Letter of Credit is issued 
in favor of the Olean Mills or 
Agents accredited by them, and 
we are therefore not in a position 
to negotiate any drafts drawn by 
others than the Olean Mills unless 
we have specific authority from 
the latter concern. 
the 
letter of authorization was not 
received by us until the day after 
the draft of Jones and Chandler 
had been presented to us.....” 


The above letter would be much 
clearer and proper emphasis would be 
given to the matters needing expla- 
nation by the simple feat of ending the 
first sentence with the word Mass., 
in the middle of the first paragraph. 
Further improvement would be made 
by omitting in the middle of the first 
paragraph “In reply to which we beg 
to state.” The next sentence is just 
as clear without this introductory 
matter. The letter could be still 
further improved by omitting “In the 
case referred to above” at the begin- 
ning of the second paragraph. It is 
interesting to go through letters in this 
way to see how many words are used 
unnecessarily. Letters contain a great 
deal of “padding” in the way of un- 
necessary conversational phrases. 
Among phrases writers are prone to 
use are the following: 


“In further reference to....we 
desire to say that.......... 
‘Regarding the matter of ....we 
would say....” 


Individuality in Letters 


The soberness of banks, to say 
nothing of the routine character of 
bank work, makes it very difficult for a 
dictator to use any individuality in 
expressing a bank message. Note the 
following examples: 


“Dear Sir: 

I beg to acknowledge receipt of 
your valued favor of the 29th of 
December and thank you for the 
same.” 


There are dozens of letters sent out 
by banks every day beginning like the 
above. The most prominent position 
in the letter is thrown away by the 
writer without his having come “down 
to brass tacks.” Notice the lack of 
character in the following letter. It 
might have been written by any one of 
a hundred clerks. 


“‘Inreferenee+te your statements 
for July and August, about which 
you inquire in your letter of 
September 5, 


were mailed to your 
Brookline address.... 


Twenty-one 


This letter can be improved vastly 
by crossing out the “padding” as 
indicated above, leaving the letter to 
read: 


“Your statements for July and 
August, about which you inquire 
in your letter of September 5, were 
mailed to your Brookline ad- 


Courtesy 


Letters of explanation have a tend- 
ency to become insolent unless partic- 
ular care is used by the writer. A 
letter of exposition like the following 
one written to Mrs. Trowinbul should 
contain no note of haughtiness or 
impatience at the customer’s attitude. 

Bank letters should be clear and 
forceful, but never discourteous. 


dear Mrs. Trowinbul: 
We wish 
to nalts and thank you for 
your letter of Jan. 13 enclosing 
check for $20 in payment of our 
1922 Income Tax Services. 


Inthis 
eennection we have referred to 
our letter of June 6, 1916, a copy 
of which we enclose, wherein the 
fee of $30 per annum was estab- 
lished. At that time, 
member; no Massachusetts Income 
Tax Law was in effect, and fer- 
thermere the exemption under the 
Federal Law was so high that it 
was not necessary for us to make 
a Federal return in your behalf. 
Tr-ether-werds, these two services 
for which we are charging have 


arisen since your fee was estab- 
lished. 


fere-but our records indicate that 
you have paid $20 for similar 
service the past two years. 


< We-hepe 


This is a well-written letter in many 
respects, is clear, fairly concise, and 
forceful. The first paragraph contains 
good tone. But the letter is by no 
means worthy to represent a progres- 
sive institution. It is too scolding in 
tone. Argument is begun with the 
clause “you will remember” in the © 
third line in the second paragraph. 
The argumentative tone continues by 
the use of the word furthermore in the 
same sentence. Not being satisfied 


with one clear statement, the writer 
re-states the case “in other words.” 
Beginning with “We notice that you 
are under the impression,” the letter 
becomes positively quarrelsome. This 
spirit continues in the first line of the 
third paragraph. 


(Continued on page 52) 
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The Christmas Spirit Advertising 


Banks That Take Santa Claus Into Partnership for Children 
of All Ages During the Holidays; Other Interesting Ideas 


F THERE is one holiday more 

than another that demands and 

receives attention in bank advertis- 
ing, it is Christmas. The most con- 
spicuous example, perhaps, the 
Christmas Savings Club idea. But 
that is so well known that it needs no 
emphasis. Herewith I am also repro- 
ducing (Fig. 1) some other Christmas 
bank advertising ideas which may be of 
interest to banks that are preparing — 
of necessity several weeks in advance — 
to enter into the spirit of the holidays. 

Last December, the First National 
Bank and the Berkeley Bank, of 
Berkeley, Calif., affiliated institutions, 
advertised to help local merchants, as 
follows: 

“Now come the holidays and the 
buying days. These reasons why you 
should buy in Berkeley are here sum- 


ii wove cory 
Much of what is now considered as the Northwest, in 


Sat URDAV AUG. 4S THE DAY 


By T. D. MacGREGOR 
9 Hanover Street, New York City 


marized in final explanation of how, by 
doing your Christmas shopping here at 
home, you may stimulate the growth 
of your community and add to your own 


A Note 
In Bank Architecture 


A of the pw 

of our new Mid-City Office at 1508 Chestnut Street. 

It was our ambition to create here an atmosphere 


and fair dealing. We felt that the traditions of our Company could 
seskeasiy Gee xpressed in this way. It has been highly gratifying 
to hear the surprised and enthusiastic comments of those who already 
have called to see the result. 

The building sre «new and relceshing note in bank architecture. 
Unusual features sbound. Both within and without, even to the 
it possesses en early 
American character. 

Now that we are installed 


PROVIDENT 


TRUST COMPANY 


OF PHILADELPHIA 


conveniences and profit and welfare. 

“Buying of the Berkeley Merchant 
encourages him to increase his stocks 
and lower his prices. 

“Berkeley Merchants support civic 
enterprises with a portion of each 
dollar you spend. 

“Stores that are supported by your 
everyday buying are there to serve in 
time of emergency. 

“Prosperity comes to merchants 
that you support—this enhances the 
value of your property. 

“Berkeley stores are well-stocked. 
You are pretty sure to find what you 
want close at home. 

“The merchants ‘close at home’ are 
impelled to give service to deserve your 
permanent patronage. 

“It is easy and convenient to buy 
near at home in hours when the stores 
aren’t crowded. 

“Your support attracts new mer- 
chants; new capital; new stocks; new 
conveniences! 

“The references of the merchant who 
knows you will win for you credit 
courtesies here or elsewhere. 

“Shop at home, and avoid the crush 
and crowds of train or car or ferry. 

“Do your Christmas shopping early 
in the day for the benefit of the sales 
people. Do it early in the season for 
your own benefit! And buy in Berke- 
ley to benefit your community. 

‘“*A dollar spent elsewhere is spent. 

““A dollar spent in Berkeley is 

invested!’’ 

A special invitation to about 4,000 


Jefferson Gravois | 


ONVENTION HEA JARTERS 
SEATS 13,000 PEOPLE 


-F The Public Hall Ts 


CLEVELAND'S 
Greatest Family, 
owning the 410,000 
Cleveland Trust 
Deposit Accounts, 
would fill it 31 times 


OUR CHRISTMAS SAVINGS 


If the $1.00 per week Plan does not suit, select one of the 
at Chriatmas Club desk in the Bank 


ROCKFORD 

‘Santa Claus. ROCKFORD TRUST COMPANY 


Fig. 1. A Santa Claus billboard, first aid to Santa Claus, a refreshing note in bank advertising, and two examples of excellent tie-up 
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The Covered Wagon 
4 [8.MINNEAPOIS the covered wagon is the symbol of 
E The Northwestern, a bank organized in the days when 
the prairie-schooner was the means of western travel. 
| 
5 ited. 
E fact, was InaccesiDie, and was Not unt years later, u 
1883, that The Northern Pacific Railway first connected 
a Minnesota with the Pacific. 3 
E ‘The covered wagons came west to St. Anthony. Here they | 
2 E could cram over to the town of Minneapolis on the old sup. 
canst: on | 
tn the half century that hay elapned, nerwurk of see rails 
4 i has spread over the entire Ni The railway mileage 'e3 a 
" E of the Twin City trade territory now comprises one-tenth of — AD FINANCING 
: that of the United Seaces. Entering Minneapolis are nine at Mid-City Office 
E trunk railways whose length of operation is 62,254 miles. Chestnut Streets S008 Stress 
the Morthwestern is proud of its territory and its develop- IDENT] BER SAN A 
end the fact thes has had chare in its growth. ) 
Capital, Surplus and Reserves He CLAUS 
This bank is also proud of its covered wagon-—of the symbol 313,000,000 
which points to a long experience from des, j 
years ago, when the prairie-schooner's driver to it 
“that little new bank in the Northwest.” | AN ANNUAL 
E PROBLEM 
4 “Cleveland's Greatest Family” 
‘Ast: anyone of the thousands of members of our 1923 CHRIST- 
MAS SAVINGS CLUB how easy it was for the Cisb te aave over 
E = $180,000.00. For them Christmas gift buying holds no voyries, 
horrid anticipations, and the approaching holiday ts made 
E ; | happier in the knowledge that they will hare ng Christmas bills 
| EV "2007 WANTS MONEY 
tove, gratitude, good-will cannot be denied. Nor should it be. You, 
‘everybody that has any sort of an income, can acquire a Christmas 
INALDION POSTER SERVICE Lane 
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school children was sent out last 
Christmas by the Lafayette-South Side 
Bank of St. Louis. The inside of the 
letter was marked “A Letter from 
Santa Claus,” and the letter read as 
follows: 


Dear Little Friend: 

I will be at the Lafayette-South Side 
Bank, corner of Broadway and Lafayette 
Avenue, next Saturday, December 22, and I 
want you to come down and see my big 
Christmas Tree. 

I want to shake hands with you and give 

ou the little present that I have for you. 
Be sure to bring the enclosed card to get 
your present. 

I will be at the bank from 9 in the 
morning until 8 that evening but I will have 
more time to talk to you if you will come 
between 1 and 4:30 o’clock in the after- 
noon. Be sure to bring your mother or 
some other grown person with you. I want 


to meet them also. 
SANTA CLAUS 


With the letter was a holly-bordered 
card reading thus: 


This card when presented by a child 
under 8 years of age, accompanied by 
parent, entitles bearer to a gift package at 
the Christmas Celebration of the Lafayette- 
South Side Bank, Broadway and Lafayette 
Avenue, Saturday, December 22, 1923. No 
gift package presented without this card. 

Fill in your name, address and school you 
attend on reverse side. 


Concerning this celebration, J. R. 
Giessenbier, manager of 


down to the level of the people who 
make up the bulk of their depositors. 
We are more or less a community bank 
and I feel that this Christmas feast has 
a tendency to create a real community 
spirit.” 

To show other forms of Christmas 
bank advertising, I am reproducing a 
Santa Claus billboard of the Jefferson- 
Gravois Bank, St. Louis, and a news- 
paper advertisement of the Christmas 
Savings Club of Rockford (Ill.) Na- 
tional Bank and the Rockford Trust 
Company (Fig. 1). 


A CLEVER tie-up is the “Covered 
Wagon” advertisement of the North- 
western National Bank, Minneapolis, 
which appeared in the newspaper right 
bel »w the theatrical ads, the notice of 
the movie version of Emerson Hough’s 
story being immediately above it as 
shown (Fig. 1). Another specimen of 
good tie-up is the rotogravure advertise- 
ment of the Cleveland Trust Company 
(Fig. 1) used at the time the Republican 
National Convention was held in the 
Ohio city. 


Tue NEW building advertisement of 
the Provident Trust Company, Phila- 
delphia (Fig. 1), is a model for an- 
nouncements of that kind. The build- 
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ing itself is well worth a visit when 


one is seeing the many other notable 
structures in the city. 


Recarpinc the group of five adver- 
tisements (Fig 2), I am moved to 
comment as follows: 

The Old National Bank, Spokane, 
Wash., shows one way to handle, from 
an advertising standpoint, the delicate 
matter of a reduction in savings 
deposit interest. 

The First National Bank, Boston, 
Mass., a very old bank, naturally uses 
the historical appeal, and it is well 
done here. 

The First National Bank, Chat- 
tanooga, Tenn. This is well executed 
and appeals strongly to local patriotism. 

Bank of Italy, San Francisco, Calif. 
Half a million depositors is something 
to crow about. 

Hellman Bank, Los Angeles, Calif. 
The financial “‘tank”’ of this institution 
certainly connotes strength and pro- 
tection. 


To A SELECTED list of customers and 
prospects, the Second National Bank, 
of Elmira, N. Y., is sending out a 
series of booklets with the object of 
developing its bond department. 
There are seven well-written 
booklets in the series 


the publicity and new 


business department, 
wrote: 

“We give these children 
a real Christmas treat. 
We have a Santa Claus 
at the bank who gives to 
each child a bag contain- 
ing toys, candy, cakes and 
fruit. We do this because 
we feel that it is time for \ 
banks to throw off the 
cloak of dignity and come 


with titles as follows: 


Helping the 


November 21, 1788 


Business of 
GOVERN- 


The Directors of the Massachusetts Bank voted on 


“Investment or Specula- 
tion?” ““Bonds Banks Do 
Not Buy,” “Of Choosing 
Bonds,” “Temporary In- 
vestments,” “Bankers and 
Brokers,”’ ““Lawful Invest- 


MENT 


Investments?” 
ant of the Massachusetts Bank, has kept step, supplyi the . 
Over half a million Sinem of pac” when goverment required, m 
80 pressing as those of the Treasurer of the Commonwealth 
= 
mRIRS -another factor 
Bank of Italy BOSTON ” of Security! 
Savin; ercial-Trust. = Pe, 


Ornen 67 Miu Sr. 


lus #2: 
Head Office ~ San Rewoe 


Representative 
Banas Lemmon, RC. 


To the Savings Depositors of 
The Old National Bank 


SPOKANE, WASHINGTON 


For some years prior to July 21, 1923, this bank paid interest 

i jeposits at the rate of three © annum, 
and on that date raised the rate to four per cent, at which time 
interest rates on investments were about as follows 


United States Treasury Certificates. 
United States Government Bonds. 
Bankers Acceptances " 
Commercial paper and other high grade bonds 5 to 54% 


4 % 


During the past year rates on this class of investments have 

steadily declined, and at this time are about as follows 
United States Treasury Certificates. 2% 
sovernment Bonds. 


tors, this ban and 
arry, a large percentage of such ‘ 
‘be € 4 that it will be 


its funds in 
into cash to the en 


1a may be fully in- 
ade necessary in the 
sound and conserv- 


This notice is given in order 
formed and understand that this ch 
interest of all, and dictated by the principles of 
ative banking. 


Twouy, 


CHATTANOOGA, There She Stands 


To paraphrase the famous words of Daniel Webster, we will 
enter no encomium upon Chattanooga, She needs none. But we 
are proud of our city and are always eager to do all in our power 
to promote the best business jmerests of Chattanooga. 

We like to do business with people who are filled with the same 
spirit of local patriotism. Co-operation and service are our twin 
watchwords here. 


THE First NATIONAL BANK 


OF CHATTANOOGA 


Corner Brosd at Sth Street 


Fig: 2. Mathematics, history, geography, logic and science 
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The Treasure Ship a Mile Above Sea 


Cruising With a Solicitor in Denver, His ‘‘Picturized”’ 
Handbag, Miniature Banks and a Way With the Children 


E ENTERED a cheerful office 
W of the Broadway National Bank 
in Denver, and I nosed further 
into the plot of the campaign. I found 
that a likable young man of thirty, 
with a way with children, had been 
doing some work afield. His method 
was to fill his handbag with house 
banks, bank imprinted pencils and a 
supply of descriptive circulars for the 
parents visited. Upon the outside 
surface of the handbag he had painted 
in oils a picture of a quaint sailboat 
“sailing home” with the inscription 
lettered to the right of the picture: 


Your Ship Can’t Come In 
Unless You Send One Out 


I have heard bankers say that they 
thought it undignified to send a man 
out from door to door. The Broadway 
National Bank has not only proved 
this a fallacy (especially insofar as the 
surburbs are concerned—for the sub- 
urbs proved a fertile field for new-home- 
owners’ accounts and those of out-of- 
state settlers locating in Denver) but 
went the solicitor idea one better by 
supplying him with a_ hand-painted 
grip of samples. This man was a 
walking advertisement, it is true, but 
nobody can deny that he was a dig- 
nified banking ambassador afield. 

Before this house-bank-boat-hand- 
bag campaign was put into motion, the 
executives of the bank, wishing to try 
out their territory for door-to-door 
savings account possibilities, assigned 
a capable man to call upon some 200 
homes as atest. This man took along 


with him only a sample miniature bank 


By G. F. AYLES 


and some printed matter in the palm 
of his hand and stuffed into his coat 
pockets. The phrase “‘Scarcely a day 
passes but that I get an account” 
became an amusing apothegm 
with this man, at the expense 
of the bank. Ina short time 
he honorably admitted his 
failure and offered to give up 
the work. 

According to A. B. Cope- 
land, manager of new busi- 
ness, what that solicitor 
needed was not “pep” but 
co-operation—a unified sales 
campaign backing him up. 
“We set about setting the 
stage. Wehada great artistic 
card made with a painting of 
a Spanish treasure ship sailing 
out to sea.” 

Upon this backscreen was 
printed: 


You Make The Breeze That 
Will Blow Your Treasure 
Ship Home When You Open 
A Savings Account Here 


“A large antique Spanish 
treasure ship was mounted in 
the lobby near this poster. 

“The solicitor’s grip was 
the tie-up that went along 
with him. We had blotters 
printed that carried the same message 
with the photograph of the antique 
handwrought man-o’-war we secured 
for the bank lobby. 

“An @verage of five new savings 
accounts a day re- 
sulted for weeks. The 
accounts ranged from 
one dollar to ten 
dollars. These ac- 
counts the field man 
brought in. The 
lobby display also did 
well as a sales clincher 
for both small and 
large accounts. The 
idea of the campaign 
was thoroughly 
covered at both ends 
—in the field and in 
the shop. 

“Our savings cam- 
paign has satisfied us 
—successful because 
we have made it both 


practical and appeal- 
ingly artistic. While 
going about, this 


solicitor talked up his lobby display and 
many mothers actually brought their 
children in to see the pretty Spanish 
boat conspicuously placed in the front 
of the bank lobby, surrounded by 
flowers and some small housebanks 
for the children. 

“As regards the boat, we had 
the idea that this ‘sea complex,’ 
quiescent in Coloradoans, would 
come out if the picture were made 
sufficiently compelling. We 
were right. A boat, we have 
decided, a mile above sea level 
is an attractive theme for a 
bank savings account cam- 
paign and the slogan ‘Your 
Ship Can’t Come in Unless 
You Send One Out’ seemed to 
hit the proper spot.” 

Ashort letter of “Welcome,” 
with a savings urge, was 

mailed to every new name 

added to the books. The 

letters, of course, were ad- 

dressed to the parents where 

accounts were opened for 

children. Several trial 

letters were written, most 
of them full page length. They 
were pruned, however, to the 
following form letter: 


Dear Madam: 

It pleases us to see the names of 
your boy and girl on the books of our 
active savings accounts. 

Let us suggest that you add to these 
accounts as often as you can, for this, to 
children, is a most practical protection and 
the beginning of a successful future for 
them. 

When you are downtown you can deposit 
a dollar or two more to the credit of the 
children’s accounts, which will cover the 
“House Bank” which they now have. 

All savings thus deposited will continue 
to draw 4% interest. 

Very truly yours, 

“We are boosters for the short 
letter’ said Mr. Copeland. ‘Of course 
it is a great temptation to write and 
write and write. There are so many 
things about the bank that clamor for 
honorable mention. Now I could have 
mentioned our new ten-ton-door safety 
vault in this savings account letter. 
We are renting a special box at $3.00, 
but I fancied that it would confuse the 
issue. Later on I will send these new 
accounts a separate letter about the 
vault, and very possibly, a little later, 
have the field man call on these people 
personally, extending to them a direct 
invitation to visit the new vault. I 
am a believer in one thing at a time, 
well done and done to a turn.” 


(Continued on page 36) 
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What about the 
Protecto graph 


Asked this question by a depositor, 
how would you answer? 


— that the depositor has con- 
fidence in your business, financial and 
legal judgment, or he would not have brought 
his account to you. Remember, also, that, 
in common with most business men, proba- 
bly he is ignorant of the prevalence of 
check altering, raising and forging. More 
than likely he has a notion that you of his 
bank would be responsible in these cases! 


When he asks about the Protectograph, 
therefore, why not tell him of the necessity 
of check protection—and why not recom- 
mend to him the speed, neatness and safet 
of the Todd Protectograph? Why not tell 
him that the Protectograph combined with 


Protod-Greenbac Checks offers the most 
adequate guarantee yet discovered against 
losses from the many and varied forms of 
check-fraud? And that depositors using 
these two Todd Products can secure Stand- 
ard Forgery Bonds at 25% of the regular 
rates? 


The Todd System of check protection 
guards the name of your depositor on a 
credit instrument as adequately as the 
vault guards the securities in your bank. 
Todd both protects the depositor and the 
bank—the depositor from fraud, and the 
bank from the embarrassment and disputes 
which so often lose valuable accounts. 


PLEASE USE YOUR LETTERHEAD IN WRITING FOR 
DETAILED INFORMATION ON THE TODD SYSTEM 


TODD PROTECTOGRAPH CO,, Inc. 


(Established 1899) 
1186 University Avenue, Rochester, N. Y. 


In writing to advertisers please mention The Burroughs Clearing House 


The Todd System 
of Check Protection 


The Protectograph, it is 
estimated, eliminates at 
least one-third of all check- 
frauds by preventing raised 
amounts. 


Protod-Greenbac anti-fraud 
bank checks, with their 
self-cancelling VOIDS and 
the restrictions surrounding 
sale, eliminate another one- 
third of possible check 
frauds by preventing change 
of payee’s name, date and 
number as well as “coun- 
terfeiting.” 


Standard Forgery Bonds 
cover the remaining check- 
fraud possibilities, namely, 
forgery of signature and 
forgery of endorsement, 
which no mechanical agency 
can prevent. 
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The combination of signa- 
ture and ledger cards in this 
Kardex slide enables the teller 
of the thrift account to posi- 
tively identify signatures and 
to check the amount of with- 
drawals against balance with- 
out loss of time or delaying 
the customer for a moment. 


© Kardex Co. WorR.LoO‘S 


In writing to advertisers please mention The Burroughs Clearing House 
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Money Banking 


ARDEX Central Files point the easiest way 

ia to new business. Combination ledger and 

signature records, like the one illustrated 

on the next page, reduce the cost of handling thrift 

accounts. Safe deposit records take care of all the 

details of a box-renting business. Ledger records 

for use in machine bookkeeping. These are a few 

of the valuable contributions of the Kardex organ- 
ization to the business of banking. 


The work of Kardex experts has left its impres- 
sion on the methods of 15,000 banks. Some of the 
largest financial institutions in the world have 
Kardexed every record. Their experiences show 
that control over operations, which comes from 
having the facts on every transaction in the easiest 
available form, is the surest aid to increased profits. 
In addition, the saving of time and labor of hand- 
ling accounts with Kardexed records often amounts 
to more than half of the former expense. 


Kardex men in every important city are experi- 
enced in the detail of banking and are ready 
always to help the bank executive who wants to 
test his methods and compare them with what has 
This Kardex system in the been discovered to be the best modern practice in 
Angeles, Calif., gives all facts handling every service that a bank offers. Ideas 
that have increased profits or saved money for 
others are sure to be of value to you. Send for the 
Kardex Man. Phone the Kardex Office in your 
city or send the coupon to 


THE KARDEX COMPANY 
Kardex Park Tonawanda, N.Y. 


In Canada, Toronto, 58 King St., West. London, 3 Holborn 
Viaduct, E.C.1. Paris, 24 "Rue de la Fidélité. 


THE KARDEX COMPANY 
602 Kardex Park, Tonawanda, N. Y. 
[_] Send Kardex Man. 


[_] Send Booklet ‘19 Basic Records of Banking.” 
Name 
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Street 


City State 


CARD RECORD 
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A PROVED 
WAY 


fo get new 
business 


ITHOUT a cent of extra 

cost, thousands of banks 
have added sound new business 
—this way: 


First, by supplying depositors 
with Super-Safety INSURED 
Bank Checks— which positively 
protect both bank and depositors 
against raised check losses. Made 
of world’s safest check paper. 
Protected by the Wm. J. Burns 
International Detective Agency, 
Inc. And, finally, bank and 
each depositor is insured for 
$1,000 — against raised check 
losses—in the Hartford Acci- 
dent & Indemnity Co. (one of 
the strongest in America!) 


Our national advertising on the 
advantages of modern banking 
reaches millions—every month. 


Then we supply customer banks 
with a powerful program of local 
advertising and selling helps— 
free. Special advertising when- 
ever wanted; an effective cam- 
paign for local newspapers; 
forceful mailing literature; at- 
tractive display materials for 
lobbies, windows, grilles, etc. 


It’s worth while having all the 
facts. 


THE BANKERS SUPPLY COMPANY 
World’s Largest Manufacturers of Bank Checks 


New York Chicago San Francisco 
Atlanta Dallas Denver 
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The Compound Interest Column 


By DON KNOWLTON 


“WHAT your business?” asked 
the old-time member of the chess 
and checker club. 

“l’m a sign detective,” replied the 
stranger. 

“Sign detective?’ queried the old- 
timer. ‘‘What’s that?” 

“Why, I snoop around the sign 
shops, and then go to each bank in 
town and tell them how big the other 
banks’ Christmas Savings Club ban- 
ners are going to be, so they can get a 
bigger one.” 


It Will Come About 1935 


It was pay day at the National 
Company, and the First Trust Com- 
pany’s famous golden airplane, the 
“Flying Eagle,’ familiar to the city’s 
thousands because of its daily smoke- 
writing of the inspiring slogan, “First 
Trust Can’t Bust,” rushed the National 
Company’s payroll out to its factory 
three minutes before pay time. Each 
man’s pay envelope contained, beside 
his pay, a pair of antiseptic shoe-laces, 
and each woman’s envelope, a soft- 
rubber nail file, together with a hand- 
painted gumdrop for her to take home 
and divide among the children, if any. 

The employees lined up in single file 
before the paymaster, while the First 
Trust Company’s brass band, mag- 
nificent in full regalia, struck up the 
Pilgrim’s Chorus. In orderly fashion 
the line moved forward. As each 
employee received his pay from the 
paymaster on the right, he was greeted 
by the president of the First Trust, 
who stood on his left opposite the 
paymaster’s window. 

Immediately upon passing the 
window, the line formed in two’s. 
The instant the last pay envelope had 
been passed out, the band changed to 
“John Brown’s Body,” and to the 
inspiring strains of that great anthem 
all fell in step, the president of the 
First Trust leading the procession, and 
First Trust Guards at regular intervals 
serving as drum majors. 

On and on, down into the business 
section, headed for the center of town 
and the First Trust office, marched this 
phalanx of happy workers. Crowds 
gathered on the curbs. As the pro- 
cession reached the heart of the city, 
they broke into song spontaneously: 
“John Brown’s son-in-law is spending 

all his kale— 
John Brown’s son-in-law is spending 
all his kale— 
John Brown’s son-in-law is spending 
all his kale— 
But we are saving ourn!” 

Still on, into the magnificent lobby 
of the First Trust, swept the column. 
Each marcher carried his pay envelope 
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and his savings pass book in his hand, 
and it was a matter of pride with 
everyone of them not to break the seal 
of the pay envelope, but to turn it over 
to the teller intact. 

Within the First Trust, a special 
corps of tellers made short work of 
entering the deposits. Popcorn was 
served, and tight-rope walking by 
professionals, upon a rope stretched 
from mezzanine to mezzanine, added 
still further to the cordial hilarity of 
the occasion. 

Finally, as the First Trust band 
played “‘That’s Where My Money 
Goes,” the happy throng dispersed, 
each one walking home to save the 
price of a street car ticket. 


The big event in the stenographer’s 
life isn’t when the president tells her 
she’s doing good work or when she gets 
a raise. It’s when that good-looking 
teller asks her for a date. 


All some folks are able to get in a 
bank book is entries. 


We've heard of the railways being 
called arteries of travel, but in New 
York the other day we heard some chap 
wondering if the Bronx subways were 
the bronchial tubes of the metropolis! 


By the way, we’re sick and tired of 
these here now National Weeks (if you 
know what I mean) toward the support 
of which every bank is approached. 
We haven’t had National Sauerkraut 
Week or National Dish-rag Week yet — 
but we will! Can’t we have just a 
plain, ordinary every-day, back-yard, 
garden-variety of a week once in a 
while? 


A Rogues’ Gallery 


N ELDERLY man of ultraconviv- 

ial habits, but withal learned and 
bookish, was haled before the bar of 
justice in a country town. 

“Ye’re charged with bein’ drunk 
and disorderly,” snapped the magis- 
trate. “Have ye anything to say why 
sentence should not be pronounced?” 

*““Man’s inhumanity to man makes 
countless thousands mourn,” began 
the prisoner, in a flight of oratory. 
“IT am not so debased as Poe, so prof- 
ligate as Byron, so ungrateful as 
Keats, so intemperate as Burns, so 
timid as Tennyson, so vulgar as 
Shakespeare, so—”’ 

“That'll do, that’ll do,” interrupted 
the magistrate. “‘Ninety days. And, 
officer, take down that list of names 
he mentioned and round ’em up. I 
think they’re as bad as he is.”— 
American Legion Weekly. 
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Transfer Files 


Here are qualities you’ ll find 
‘in Allsteel Transfer Cases: 


Capacity—Greatest pos- 
sible inches of filing space. 


Strength—Absolutely 
rigid. No distortion regard- 
less of height. 


Appearance-Compsct, 


neat and baked enamel finish. 


Protection —Keeps out 
dust an§ vermin. Does not 
feed fire. 
Utility— Conveniently 
grouped, vertically and hori- 
zontally. 


Shelving, "Files, Desks, Transfer Cases, 
Safes, C 
The General Fireproofing Co. 


YOUNGSTOWN, OHIO 
Dealers Everywhere 
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Banks and Modern Investment 


4 
[NVESTMENT is ‘a modern develop- 
ment in human society, made 
possible only by the use of credit 
instruments and the capitalistic or- 
ganization of industry. In ancient and 
medieval times, investments were in- 
frequent because business men con- 
trolled the use of their own property and 
bartered it in business dealings, just as 
merchants and farmers do nowadays. 
The earliest forms of wealth were 
principally land and precious metals. 
Intangible forms of wealth, such as 
bonds, notes, bills of exchange or 
paper money, were almost unknown 
until modern times. 

Lord Macaulay in his History of 
England relates that when the father of 
Alexander Pope, the poet, retired from 
business and moved from one town to 
another, he carried with him a chest of 
coins which constituted his accumu- 
lated possessions. Heavy iron strong 
boxes took the place of banks, and no 
ready means were at hand by which 
surplus wealth could be safely entrusted 
to the profitable use of others with a 
view to furnishing the owner with a 
periodical income. Modern banking 
institutions did not come into existence 
until property rights were protected to 
an extent which led men with funds 
that they could not use profitably in 
their own enterprises to entrust the 
use or control of such funds to others. 
Thus, the growth of modern investment 
is closely linked with the development 
of banking and credit. 

Although investment is a com- 
paratively recent development among 
civilized men, the groundwork had 
been prepared in medieval, and accord- 


| ing to some historians, in ancient times. 


There has been discovered among 
Babylonian ruins records of mortgages 
and pledges of property to secured 
loans. Moreover, the ancient oriental 
codes as well as the Bible contain laws 
relating to the contracting and settle- 
ment of debts and the interest rates 
that could be demanded of debtors. 
The pledge of property as security for 
loans was well known among the 
Romans and was in use throughout the 
Middle Ages, applied both to realty 
and personalty. However, it should 
be noted that during those times the 
distinguishing feature of modern in- 
vestment, the surrendering of property 
to the use of another for purposes of 
income or profit to the owner, was 
almost totally lacking. Thus, if land 
were pledged as security for a loan, it 
was given over to the possession and 
control of the lender until the loan was 
repaid. Chattels were similarly pawned, 
and since the precious metals were 
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By A. M. SAKOLSKI, PH. D. 
4 New York University 


used chiefly as a basis of borrowing, 
the medieval goldsmiths, of whom the 
Jews and the Lombards constituted 
the largest element, were the earliest 
pawnbrokers. From this group of 
craftsmen developed the modern bank- 
ing institutions, without which modern 
investment, as we have it today, would 
be impossible. 

Although money and coinage is as 
ancient as civilization, banks and 
banking as specialized business institu- 
tions were not established until after 
the beginning of the modern period of 
history. The earliest examples in 
medieval times of anything resembling 
banking functions was the practice of 
depositing precious metals with gold- 
smiths or high church and state dig- 
nitaries for safekeeping. 

Gradually as the interchange of 
goods and services in terms of money 
values expanded both nationally and 
internationally, and as standardized 
systems of account-keeping came into 
use, the convenience of opening 
specialized offices for transferring 
values by means of book entries was 
slowly recognized. Undoubtedly, the 
leading incentive to the establishment 
of banks was the growing use of bills of 
exchange as a means of making inter- 
national payments throughout Europe. 

The credit for the introduction of 
bills of exchange in industry and in 
international commerce belongs to the 
Jews. As the Brothers Percy in their 
entertaining and immortal anecdotes 
state: ““They discovered the means of 
substituting impalpable riches for pal- 
pable ones, the former being transmis- 
sible to all parts without leaving 
behind them any traces indicative of 
the way they have taken.” 


HE first record of the establishment 

of a bank of national importance, 
was that of the Bank of Venice in 1171. 
In that year, the Republic of Venice, 
renowned for the commerce and in- 
dustry of its inhabitants, levied a forced 
contribution on its richest citizens in 
order to meet the costs of an expensive 
war. The state, though making no 
promise to repay the loan, agreed to 
pay the contributors a perpetual an- 
nuity of 4 per cent annually. The bank 


‘was established to keep records of the 


receipt and to attend to the distribution 
of the interest payments. It is gener- 
ally believed, though not definitely 
known, that the bank became a means 
of transferring the right to receive the 
interest on the loan from the original 
lenders or their devises to others. In 
this respect it became an ideal instru- 
ment for aiding investment, since it 
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lower price 


Like their 1/2 ton truck—with 
which Graham Brothers ad- 
vanced from twentieth to sixth 
position in the industry in three 
brief years—their new ONE- 
-TON represents a distinct 
achievement in the commercial 


haulage field. 


Impressive appearance, well 
built bodies, quick accelera- 
tion, volumes of reserve power, 
sturdy frame and axles, easy 


GRAHAM 


Detroit & 


handling, comfortable riding, 
extremely low upkeep cost— 


and dependable service every- 


where! 


Its advantages are so numerous 
—and so pronounced — that 
even a casual examination 
will quickly satisfy you of its 
exceptional merit. Dodge 
Brothers Dealers will gladly 
show you the body best suited 
to your needs. 


BROTHERS 


Evansville 


A Division OF DonGe BROTHERS 


Thirty-one 


GRAHAM 
BROTHERS 


e Announce 


Lighter, 


1 TON CHASSIS 


‘1175 
cassis °2375 


F. O. B. Detroit 


SOLD BY DODGE BROTHERS DEALERS EVERYWHERE 
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Thirty-two 


RO) 


A SAFE HAVEN 
FOR FUNDS 


HE thousands of successful men who have 
fe Forman First Mortgage Real Estate 

securities for that portion of their investment 
lists on which they depend for certainty of absolute 
safety, plus an ample income, indubitably have 
been influenced by the record of Forman securities 
over a period of 39 years. They have learned that 
George M. Forman & Company holds a unique 
position in the investment world, and that this 
company’s expert service affords them ever- 
increasing new avenues for suitable diversification. 
Forman Bonds are a dependable haven for any part 
of your funds. Let us tell you why. Ask for booklet 
‘*“How to Select Safe Bonds.”’ Address Dept. 9912. 


GEORGE M. FORMAN & COMPANY 


ESTABLISHED 1885 


First Mortgage Investments 
105 W. Monroe Street, Chicago 


100 E. 42nd Street, New York 


When You Buy RIBBONS 
for Your Adding Machine 


There are just two things that you want your adding machine 
ribbons to do for you. 


First —give neat impressions that will 
last year after year. 


Second —stand up under hard usage for a 
long period. 


Burroughs ribbons are designed to stand up under all the hard 
usage that you give them day after day. 


And while giving this unusual service they also register neat 
and lasting impressions. 


Only with good ribbons is it possible to get records that will 
continue to be neat and legible year after year. 


Order from Your Burroughs Inspector 


These quality ribbons are carried to your office by the regular 
Burroughs inspectors who service your Burroughs equipment. 


Or, you can order ribbons direct from 


Burroughs Adding Machine Company 
Detroit, Mich. 
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registered the exchange of claims to 
future income. 

Despite the growth of commerce and 
shipping subsequent to the founding of 
the Bank of Venice, it was not until 
early in the seventeenth century that 
public commercial banks came into 
existence. In 1609 the Bank of 
Amsterdam was organized on strictly 
commercial principles, and without 
any purpose of assisting government 
finance. It was solely a bank of de- 
posit. There is no record that the bank 
made loans on its own account. The 
Bank of Hamburgh founded in 1619 
was modeled after that of Amsterdam. 
It developed into an exchange bank, 
dealing principally in coins, currency 
and exchange. 

The Bank of England, chartered in 
1694 by Charles II in return for a grant 
of funds to the state, is probably the 
first private bank established both with 
government finance and with com- 
mercial activities which still exists. 
It is today the most important of the 
great central banks of Europe. Its 
shares, in common with the shares of 
other early banking institutions, be- 
came a profitable field of investment, 
but the principal utility of the banks 
was the furnishing of credit to mer- 
chants and shippers and in circulating 
currencies having sound and stable 
redemption values. By performing 
these functions exchanges were facili- 
tated, the measure of deferred pay- 
ments standardized, and a source of 
capital made available to business 
enterprise. Accordingly, banking 
throughout its history has been closely 
identified with investment, so much so 
that the field of one can hardly be 
separated from the other. 


oR many years and in fact almost 
up to the last decade, banking in- 
stitutions were chiefly concerned with 
“‘short term” or “commercial credits.” 
“Capital” or “long term” credit, with 
which modern investment is largely 
concerned, was confined principally to 
private banking houses conducted by 
individuals, families or partnerships. 
The great central banks, such as the 
Bank of England, the Bank of France, 
and the German Imperial Bank, while 
acting as fiscal agencies for their 
respective governments, furnished both 
credit and currency to the national 
business interests. They are therefore 
designated as “‘banks of discount and 
deposit” for the reason that they 
receive deposit of funds and at the 
same time grant loans through dis- 
counting notes and bills of exchange. 
The First Bank of the United States as 
well as its successor the Second Bank 
of the United States, and, since the 
Civil War, the national banks, have 
been banks of this character. The 
primary purpose of these institutions 
(Continued on page 34) 
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Travelers cheques sales 


AMERICAN EXPRESS 


N June and July of this year the total sales of Ameri- 
can Express Travelers Cheques amounted to more 
than $42,000,000. 


July alone recorded the largest volume of sales of any 
single month in the history of travelers cheques— 
exceeding the sales of July last year by more than 
$3,000,000. 


These figures tell more forcibly than words, the inter- 
esting story of the development and growth of the 
American Express Travelers Cheque System. 


They are indicative not only of the travelers’ apprecia- 
tion of service willingly and competently rendered, but 
also of the nation-wide cooperation of thousands of 
banks which have recommended American Express 
Travelers Cheques to their patrons. 


American Express Co. 


6§ Broadway, New York 


OFFICES IN ALL THE PRINCIPAL CITIES 
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./ ERE is an interesting bank installation 
of Van Dorn Convertible Steel Shelv- 
ing. The picture shows how the shelv- 
ing can be built around obstructions. 


It can just as easily be erected under stairways, 
around windows and doors, or to accommodate 
architectural arrangements of any sort. The 
shelving may be open or enclosed, with or without 
sides and backs, any desired spacingof shelves, etc. 


In fact, a clerk with a screwdriver and wrench can 
build for you any shelving anywhere, as easily as 
he would build things with an Erector or Meccano 
toy set. The same principle is used, exactly! 


This means not only quick erection but easy 
convertibility. You can have any kind of 
shelving desired, and change it or move it or add 
to it, tomorrow or next year or in twenty years. 


May we send catalog? 
THE VAN DORN IRON WORKS COMPANY 
CLEVELAND, OHIO 


Branches: 
CLEVELAND NEW YORK CHICAGO 
WASHINGTON 


PHILADELPHIA 


PITTSBURGH 


THE BURROUGHS 
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was to furnish credit for short periods, 

usually for less than six months, to 

merchants, manufacturers, farmers, 

importers and others, with a view to 

supplying temporary funds needed in 

the production and distribution of 

goods and commodities. As they are 

permitted to receive deposits repayable 

on demand, they are expected to have 

at all times resources at hand that can 

be readily liquidated into cash. The 

national banks until 1913 were pro- 
hibited from granting any loans directly 

on real estate security because it was 

believed that real estate mortgages, the 
maturity of which usually extended 

over several years, were not sufficiently 
“liquid” to enable a bank to dispose of 
them in the event it needed cash to 
meet the withdrawal of deposits. It is 
for this reason that, since their es- 
tablishment, the national banks have 
played a minor role in the development 
of investment in the United States. 

_ Investment banking institutions are, 
on the whole, a more recent develop- 
ment than commercial banks, though 
they are becoming of increasing im- 
portance. Originating, in many cases, 
as private businesses conducted by 
individuals or partnerships, they have 
been gradually taking on the corporate 
form of organization. There still exist 
the large and influential private bank- 
ing houses, such as J. P. Morgan & 
Company, Brown Brothers & Com- 
pany, Alexander Brown & Son, Robert 
Garrett & Sons, of Baltimore, and 
others. These have their counterpart 
in Great Britain in the Rothschilds, 
the Coutts, the Barings and the 
Schroeders. Notwithstanding their 
intrenched positions as “dealers in 
capital credits’ (investments), they 
now have powerful rivals in the large 
commercial banking institutions, which 
during the last quarter of a century 
have been entering the investment field 
on an ever-increasing scale. The state 
chartered trust companies were the 
first banking corporations to combine 
in their activities the commercial and 
investment branches of the business. 
The establishment of these institutions 
dates back about a century. 


HE first charter in New York was 
+ granted to the Farmers Loan and 
Trust Company in 1822. Though, as 
theirname implies, trust companies were 
originally intended to administer trusts 
and in a few instances to operate as 
life insurance offices, they gradually 
expanded into the broad fields of 
commercial and investment banking. 
The investment end of the business 
was a logical sequence of the execution 
of trusts, since this operation frequently 
involved the investment as well as 
the custody of funds. As promoters 
of industrial and commercial enter- 


prises and as dealers in mortgages and 
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investment securities, trust companies 
have become prominent only in the 
last quarter of a century. The move- 
ment, however, has been exceedingly 
rapid. This is indicated by the 
enormous growth of the investment 
business of such institutions as the 
Guaranty Trust Company, the Bank- 
ers Trust Company, the Equitable 
Trust Company of New York, the 
Harris Trust and Savings Bank of 
Chicago, and many others. Invest- 
ment activities have not lessened or 
interfered with the commercial bank- 
ing operations of the trust companies. 
The commercial end of the business 
has become and still remains the 
dominant one in most instances. 


HE great commercial banks, on the 
other hand, were not disinterested 
observers of the expansion of trust 
company functions. They naturally 
were unwilling to leave the investment 
banking field to their trust company 
rivals. When not hindered by their 
charter restrictions, they also reached 
out into the business of originating 
and dealing in the various kinds of 
investment securities. They sought, 
moreover, to have their charters broad- 
ened so as to undertake trust functions 
as well as that of deposit and discount 
banking. The national government 
and many of the states were at first 
reluctant to grant these additional 
privileges to the commercial banks 
organized under their respective laws, 
but the drift toward the department 
store type of banking could not be 
swept aside. Today, national banks 
may act as trustees, and many states 
of the Union have granted the same 
right to the commercial banks created 
under their banking laws. 

The first dominant instance of a 
large national bank expanding into 
investment banking was furnished by 
the National City Company of New 
York. In 1909 under the presidency 
of Frank A. Vanderlip, the bank 
prepared a plan to operate a securities 
company by organizing a corporation 
in which it would have complete stock 
ownership. The Comptroller of the 
Currency at the time disapproved this 
proceeding, but two years later a new 
plan, whereby the securities company 
stock would be held by the individual 
stockholders of the bank in the same 
proportion as their holdings in the 
National City Bank, passed the gaunt- 
let of official restrictions. The example 
has been followed by numerous other 
national banks. In this way, the 
activities of these institutions become 
truly ‘national’ in scope. They serve 
the nation not only in the ordinary 
routine operations of deposit and 
discount, but as promoters of American 
industrial and commercial enterprise 
and as directors of the flow of capital 
funds. 
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ANKERS always 


their clients and in 
other banks and have 
_ been quick to adapt it 
to their own use. 
To you, too, INDEX 
| VISIBLE can bring the 
direct savings and in- 
direct benefits men- 
_ tioned in the letter here 
shown. 


folder, “What INDEX 


i: It Will Do For You.” 


Main Office and Factory: 
New Haven, Conn. 
Sales and Service Offices 
in Leading Cities 
Canadian Factory: 


PD. 
Record Systems 


DEX VISIBLE a paying 
proposition. Many have seen its 
advantages in the offices of _ 


_Let us tell you more. 
about it. The attached 
coupon brings our new 


| VISIBLE Is and What 


INDEX VISIBLE, Inc. 


38 Clifford Street, Toronto 


> 


find IN. 


EEL 


FIRST NATIONAL BANK 
BELLEVILLE.N J Jue 1929 
on 

Newerk 

Gentlemen . 

We have hed such 

years ago, thet we success with your system since 

Ray de of ‘benefit to other it with the idea that about tae 

experience 

We are enc) 

Rotice Gives Copy of our dail 
@ccount, exact record of the Card. which you wig) 
Profit or loss on Gives us a method of figur being carried by each 
has been of account tonthly the exact Dire 
by paying to ue by the elie tation op Fleets 

Proven sufficient te instead of net balance stused 


The results from 
the dail. 
result yearly cara 
ing in complete recora ee aor 
The denefit, 
of sccuretely yates are many, but chier 
Bees of bo, the opportuni 
hrough friendly explanations to our up larger? 
in this matter when We tell you 
eccounts subject to the charge for 
Scontinued it. 


Youre very truly 


Vice President 


VA CH 12 


) 


FY INDEX 
VISIBLE, Inc 
C New Haven, Conn. 

Please send me a 
<opy of your new folder, 
“‘What Index Visible Is 
“ut What It Will Do For 

ou.” 
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Boldness with Dignity 
In Your Electrical Advertising 


For a longer way up and down the streets Flexlume’s boldness 
focuses attention onto your financial institution. 
lume’s beauty lends dignity to the finest front. 

Bold, snow-white raised letters of glass by day; brilliant, solid 
letters of light by night—work twenty-four hours daily for you. 
Enduring in design and construction. 
most economical of operation and upkeep. 


Write for complete information showing how Flexlume better 
advertises institutions like yours. 


FLEXLUME CORPORATION 
1050 Military Road, BUFFALO, N.Y. SG 


Factories also at Detroit, 
Los Angeles, Toronto, Ont. 


Phone “ Flexlume’’—All Principal Cities 


Then too, Flex- 


Inexpensive to buy and 


FLEXLUME 


NOTHING LIKE 


That’s Why Bankers LIKE IT 


The 


“REAL 
HOME” 
Bank 


Showing bottom with coin trap and lock 


Dimensions: 34" long, 2%" deep, 2%" high 


ERE is a Bank that typifies all that 
Home represents. A Most appro- 


priate Bank Gift for Christmas. 


What better time than Yuletide to 
appeal to the Home Spirit? 


ATTRACTIVE — DURABLE — PRACTICAL 


Packed in Holly Boxes for Christmas. Animated Electri- 
cally Controlled Santa Claus Free with Christmas orders 


BANKERS THRIFT CORPORATION 
2240 No. Racine Avenue, Chicago 


In writing to advertisers please mention The Burroughs Clearing House 


THE BURROUGHS 


The Treasure Ship a Mile Above 


Sea 
(Continued from page 24) 


Here is what the Denver bank 
learned from the campaign: 

A proportion of about 25 per cent of 
the homes called upon had young 
children who were saving their pennies 
in some makeshift toy, or old-fashioned 
iron bank, with a loose door easily 
opened. About half of these children 
had enough saved to open a savings 
account and get a house bank. 

About 25 per cent of the mothers 
“intended to open savings accounts” 
for their child or children, but could 
not “get down to it.”” Here the solici- 
tor pressed his wits to “close” and 
succeeded with about 10 per cent, 
leaving a bank-imprinted pencil or two 
and a paper “dime saver” with the 
delinquents who could not be won over 
during this first interview. Many of 
these parents had checking accounts at 
the Broadway Bank and elsewhere 
(here and therein an out-of-town bank). 
These savings delinquents and “prom- 
ise-to-come-to-the-bank’’ prospects 
were placed upon a “future” list for 
follow-up. 

Every home within the territory 
served by the bank, was visited, but 
special attention was given those 
homes showing evidence of child-life. 
Toys outside on lawns and porches, 
were excellent keys for the solicitor’s 
approach. During the interview with 
the parent he invariably placed the 
house bank in the child’s hand. 

Approximately 50 per cent of the 
homes visited were either financially 
distressed, had dealings with some 
other bank or were already patrons of 
the Broadway National Bank. 

The solicitor worked his field approxi- 
mately six hours a day—from 9:30 to 
4:30. The number of homes visited 
averaged forty a day. 

With a list of-accounts obtained (so 
as to avoid duplicative and embarrass- 
ing calls), this entire territory can 
again be worked in this fashion two to 
three times a year. 


Triple Entry 


WARDEN LEWIS LAWES, of Sing . 
Sing, was discussing the case of a 
rich New Yorker accused of income 
tax fraud. 

“It reminds me of a story,” he said. 
““A man was examining an applicant 
for the job of bookkeeper. 

** “Of course, you understand double 
entry?’ he said. 

*“*Oh, sure!’ said the applicant. 
‘The last place I had, I kept the books 
triple entry—one set for the boss, 
showing the real profits, a second set 
for the shareholders, showing no prof- 
its and a third set for the income tax 
people, showing a_ loss.’ ”’— Boston 
News Bureau. 
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More Daylight 


869, OTE how this modern window equipment utilizes 

| 100% of window area for lighting purposes. Perfect 
“daylighting” is accomplished because light rays are 
pee 2) reflected to the ceiling, thus eliminating all glare and 
yme distributing subdued, restful daylight throughout the bank. 
Over three thousand banks throughout America now use 
er “Western Venetian Blinds. This fact in itself is evidence of 
better service and greater economy. 


Let us tell you of the many advantages of Western 
Venetian Blinds. Mail the coupon. 


Western Venetian Blinds 


oss, 

uaa MORE LIGHT~MORE AIR~LESS GLARE 

rof- WESTERN BLIND & SCREEN COMPANY 

tax General Offices, Los Angeles; Faéories, Los Angeles and Kansas City 

ston NEWYORK CHICAGO. KANSASCITY __ PORTLAND, ORE- 
SAN FRANCISCO “SEATTLE ATLANTA 


Texas Agents: Two Republics Sales Service, San Antonio, Dallas, Houston. 


with Less 


National City Bank / 
Los Angeles, Calif. 
Architeds: 
Walker & Eisen 


WESTERN BLIND & SCREEN CQ, 

2700 Long Beach Ave., Los Angeles, Calif. 
Gentlemen: Without obligation on my part, please send 
me a copy of your 50-page illustrated catalog showing 
installations of Western Venetian Blinds in banks. 
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Bee Enters 


When the McBee Binder Company started in 


oy 

business it did so on a highly competitive basis, C 

applying such straightforward and energetic *  t 
methods that it soon dominated its particular field. 

The largest buyers gave their business ex- _ é 

‘ clusively to McBee because no other supplier c 

could approach McBee prices and service. r 

This business has been built up to a point 

t 

1 

1 


Unretouched photograph of 
McBee Compression Type 
Binder with Non-slip Posts 
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Broader Fields 


where McBee is serving the largest financial, 
commercial, public service and railroad corpora- 
tions in the world. 


Now, with a background of 16 years’ experi- 
ence in satisfactorily serving the leading industries 
of the country, the McBee Company is entering 
new and wider fields. 

And it will do so in the same vigorous spirit, : 
and on the same competitive basis as enabled it 
to build up its original business. 

That basis of competition is to be a price 
basis—founded on production in quantity by 
standardized methods, and stabilized by quality 
merchandise. 

We have built a fine new factory, scientifically 
laid out for big production, and efficient to the 
last degree. It will be dedicated to the task of © 
blazing a new trail in the costs of loose leaf and 
ledger equipment. 

The banks, commercial houses, and public 
service organizations of the United States are to 
be the beneficiaries of this common-sense, clean- 
cut, timely service. 


Jhe 
BINDER 
COMPANY, 


ATHENS, OHIO 
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STRAIGHT 


AS AN ARROW 
To The Paper Desired 


If You Use VERTEX File-Pockets 
in your Filing Cabinet 


Full visibility of index tabs under 
all conditions, instead of slipped- 
down, hidden folder tops. 


It is hard to file or find letters 
in over-crowded flat folders, but 
it’s easy in VERTEX pockets. 
They pay big dividends in time 
saved and satisfactory service. 
With them, your files are always 
in order. 


erte 


VERTICAL-EXPANDING 


FILE POCKETS 


because of their expansion feature, will 
accommodate, with equal 
ease andefficiency, three, 
thirty or three hundred 
letters. That is exactly 
what you have been 
looking for—capacity as 
needed. 

VERTEX pockets are 
made of “Paperoid,” a 
genuine red rope stock, 
so tough and durable 
that they will outlast 
twenty ordinary manila 
folders. 


the below 


VERTEX trial in 
| your own filing system. 


ene eee ee CUT HERE 
1% for examination and Poe 4 of 
in December bunsovens House. 


Name of Firm 


Address 


Name of Person Inquiri 


Letter size or Legal size desired ? 


If epecial size js sample of sheet to be 


To Alvah Bushnell Co., Dept. C. 
933 Filbert Street Philadelphia, Pa. 


The Borrower's Financial State- 
ment 
(Continued from page 18) 


request that its own form be used. 
Three different types of statement are 
provided by the Philadelphia bank— 
one for farmers, one for corporations, 
and the third for an individual or firm 
engaged in a business enterprise. 

Four forms are provided by the 
Federal Reserve bank of Kansas City, 
covering specifically a corporation, a 
firm (partnership), individual . (mer- 
chant) and stockman or farmer. It 
is not the policy of this bank to require 
statements to be made on its special 
forms, although this practice is pre- 
ferred. The bank, however, states 
that it frequently approves notes on 
statements made up on forms other 
than its own, providing the material 
items are enumerated, and the state- 
ment clearly reflects the maker’s 
condition. 


NE of the most detailed of all 

special forms prepared is that of the 
Federal Reserve bank of Richmond. 
Three types are furnished, for cor- 
poration, firm, partnership or indi- 
vidual owner of a business, and farmer 
or other individual. The statement 
amounts practically to a balance sheet, 
showing a condensed profit and loss 
account, and statement of surplus and 
undivided profits for the period cov- 
ered by the statement. The forms 
were primarily prepared for the use of 
member banks in securing proper in- 
formation concerning the affairs of 
their borrowing customers, and are 
furnished to banks without charge. 
The bank, however, does not insist 
that statements furnished in connec- 
tion with rediscounted paper be pre- 
pared on any particular form. 

Special types of statement for an 
individual (commercial or industrial), 
a partnership, a corporation, a farmer 
and a stockman are issued by the 
Dallas Federal Reserve bank. The 
policy of this bank, as outlined in a 
printed circular issued to member 
banks, is as follows: 

In connection with all unsecured 
notes of $1,000 or more, copies of the 
makers’ recent financial statement are 
requested to be submitted. The lan- 
guage of the circular well reflects the 
growing tendency to require such state- 
ments, as follows: 

“Before taking this action (request- 
ing statements with all unsecured notes 
of more than $1,000) the committee 
gave due consideration to the incon- 
venience which sometimes attends the 
procuring of financial statements; but 
it was felt that the public is becoming 
so well educated in that connection 
that the difficulties formerly expe- 
rienced have now been in large measure 
eliminated. It is believed, too, that 
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the value of a financial statement is 
much better appreciated by the banks 
than was formerly the case. For 
these reasons, as well as others, it is 
thought that we are warranted in 
adopting the policy outlined above. 

“The committee also feels that, 
regardless of whether or not offered to 
us for re-discount, it is manifestly to 
the interest of the member bank that 
an unsecured obligation of $1,000 or 
over, particularly if acquired by a 
small or medium-sized bank, should 
be supported by the maker’s statement, 
showing his assets and liabilities in 
detail, submitted and considered prior 
to granting a loan. Such statement 
on file with the lending bank consti- 
tutes at once a protection to the 
offiger making the loan, information 
to the directors supervising the bank’s 
affairs, and a guide to the bank 
examiner when conducting an examina- 
tien © 

The Federal Reserve bank of St. 
Louis requires a financial statement of 
the borrower when the amount of the 
paper offered and under re-discount is 
in excess of $1,000. Where the amount 
of paper offered and under re-discount 
is $1,000 or less, the banker’s estimate 
of the net worth of the borrower may 
be accepted by the bank, at its option, 
in place of a signed financial statement. 
Special forms are provided banks on 
which to make such estimates. A 
financial statement is not required 
where the paper is satisfactorily secured 
by a chattel mortgage on live stock, by 
bonds or notes of the government of 
the United States, or by warehouse 
receipts for commodities in storage. 
To be satisfactory as collateral, how- 
ever, warehouse receipts for agricul- 
tural products as covered under the 
United States Warehouse Act must be 
issued by a warehouse duly licensed 
under that act. 

In order to be eligible at this bank, 
the financial statement of a borrower 
should show a reasonable excess of 
quick assets over current liabilities, 
excepting that statements of farmers 
or stockmen need not necessarily show 
such an excess of quick assets, but 
must show a satisfactory net worth. 

Forms provided cover the cases of 
agriculturists, stockmen, merchants, 
and manufacturers. This latter blank 
is provided for the use of “manufac- 
turers, miners, quarriers and other 
producers.” 


HE Federal Reserve of New York 

City requires that a recent financial 
statement of the borrower be filed with 
it in cases where the obligations of any 
one borrower offered for rediscount 
amount to $5,000 or more, or, in the 
case of a member bank whose capital 
is less than $50,000, a statement is 
required if the obligations of any one 
borrower offered for rediscount amount 
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to 10 per cent or more of the bank’s 
paid-in capital. 

The bank supplies special forms of 
statement covering a corporation, an 
individual (merchant, manufacturer, 
etc,), a firm and a farmer, but does not 
insist that these forms be used. State- 
ments submitted, however, must be 
“recent,” and show the usual items of 
assets and liabilities in detail. 

The Federal Reserve bank of San 
Francisco issues no form of financial 
statement, merely insisting that all 
paper offered must be accompanied by 
a certified copy of the financial state- 
ment of the borrower. It is stated 
that the principal concern of the bank 
is to see that the information given be 
sufficient and that the statement lists 
the assets, liabilities and other data 
regarding the borrower in such manner 
that his financial responsibility is 
easily ascertainable. Any form of 
statement which gives this necessary 
information is acceptable under the 
rules of this bank. Detailed instruc- 
tions as. to what such statements 
should contain are, however, given in a 
printed circularissued by the bank, from 
which the following quotation is taken: 


“TVINANCIALstatements need not be 

in any particular form. It is prefer- 
able that each bank should use the 
form or forfns of statement which are 
most suitable for showing the financial 
condition of its own customers. How- 
ever, the items detailed in the state- 
ment should be complete and set forth 
in such manner as to be easily under- 
stood. This particularly applies to 
the maturities of deferred accounts, 
bond issues, mortgages, etc. 

“In determining the acceptability of 
mercantile paper, adequacy of finan- 
cial resources and liquidity are the 
primary elements. The features con- 
sidered in determining liquidity are 
flexible and cannot be measured by any 
fixed ratio. 

“Financial statements of agricul- 
turists must be accompanied by evi- 
dence showing the source from which 
liquidation of their current indebted- 
ness may reasonably be expected. If 
such liquidation be anticipated from 
the proceeds of crops yet to be har- 
vested, a convenient means for supply- 
ing the liquidation value thereof will 
be found in the use of a crop statement. 
Such report may be obtained from the 
borrower when his crops have reached 
a state of development at which it is 
possible to make a fair estimate of 
yield, price, etc. Frequently state- 
ments are taken from borrowers three 
or four months before it becomes 
necessary to offer such borrowers’ 
paper to the Federal Reserve bank of 
San Francisco, for discount. A crop 
statement prepared about the time the 
paper is offered for discount will ob- 


viate the necessity of requiring a later 
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ECONOMIC TRENDS IN THE 
ELECTRICAL INDUSTRY 


The Future for 


Generation of hydro-electric power in this 
country has developed more in the past six 
years than in thirty-five years preceding. Esti- 
mates are that it will double by 1930, and then 
redouble in seven years more. 


And yet, of over 50,000,000 horsepower avail- 
able, only 9,000,000 are now being utilized. By 
1937 —even if the foregoing estimates are 
exceeded — there will still be millions of horse- 
power unused. 


Such is the future for only one field of the 
electrical industry. And it covers many fields: 
(to name a few) railway electrification, water 
transport, industrial heating, power transmis- 
sion, materials handling, radio, household appli- 
ances, farm power—home, street, and industrial 
lighting. 


WESTINGHOUSE ELECTRIC & MANUFACTURING CO. 
EAST PITTSBURGH, PA. 


Westinghouse developed the al- 
ternating current principle which 
made possible the cheap and 
efficient transmission of power 
over long distances. Westing- 
house produced and developed 
the turbine generator. Westing- 
house produced the first appa- 
ratus to harness Niagara Falls. 


Hydro-Electric Power 


Westinghouse 
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Achievement 
Attracts Investors 


a part of the Bell System. 


There are more telephones in Chicago and New York than in 
the four continents of South America, Africa, Asiaand Oceania. 


"THERE are more telephones in just two cities, 
New York and Chicago, than in four continents, 
South America, Africa, Asia and Oceania. There are 
more in these two cities than in Britain and France. 
Nearly 63 per cent. of the world’s telephones are in 
the United States, more than nine-tenths of these 
telephones are by ownership orconnecting agreement 


The achievement of the American Telephone and Telegraph 
Company in this unrivalled telephone development is widely 
recognized by users of the service, as well as by the 340,000 
thrifty investors who have become owners of its stock. 


A. T. &. T. Co. Stock pays 9% dividends. 
It can be purchased in the open market to 
yield over 7%. Write for further information. 


SECURITIES 


D.F. Houston, President 
195 Broadway NEW YORK 


CO. lhe 


“The People’s 
Messenger” 


How about a Bank Magazine 
under your own name? 
At a Practical Price! 


P. M. REED 
111 West Washington 


If You Sell to 


Banks or Bankers 


The Burroughs Clearing House is 
your best buy. One or more bank 
executives in every bank in the 
United States and Canada receive 


acopy monthly. Ask any banker 
whether he reads The Burroughs 
Clearing House. Ask him too, 
how many others in his bank read 
his copy after he is through with it. 


WRITE FOR RATE CARD 


The Burroughs Publications 
Detroit, Mich. 
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financial statement from the borrower, 
provided there has been no material 
change in his financial resources. 
“Financial statements of incorpo- 
rated companies should give the names 
of officers. A certified copy of a 
resolution of the board of directors 
specifying those who are authorized to 
borrow in the name of the corporation 
should be on file-with the discounting 
member bank and available for use by 
or inspection of the Federal Reserve 
bank of San Francisco when desired. 
“Financial statements of partner- 
ships should specify whether the 
partnership is general, special or 
trading. The names of the partners 
should be given unless they are 
numerous, in which case the names of 
the principal partners will suffice. 
“Certificate of partnership, accom- 
panied by articles of agreement, if any 
such exist, should be on file with the 
discounting member bank and avail- 
able for use by or inspection of the 
Federal Reserve bank of San Fran- 
cisco if andwhendesired. Forasample 
form of certificate of partnership, see 
Supplement 9. 
‘All copies of financial statements 
must contain the following certificate: 


“The foregoing statement is a copy of the 
original statement, signed by the maker, 
in the credit files of this — 


Written signature of authorized officer. 


“When certified copies of financial 
statements are submitted, they must 
be in the exact form of the original 
statement of the maker. Borrowers’ 
statements which have been condensed 
by the member bank are not true copies 
and therefore will not be accepted.” 


HE Cleveland Federal Reserve bank 

also accepts any form of statement 
which is properly drawn and signed so 
as to furnish the information needed 
in determining the eligibility and 
acceptability of paper presented for 
re-discount. Forms recommended by 
the Cleveland Clearing House Associa- 
tion are generally used by the banks of 


' Cleveland and vicinity, but as the 


Cleveland Reserve district comprises 
not only ali of Ohio, but parts of three 
other states, the forms of statements 
sent in by banks differ considerably. 
In many instances it is stated the 
original statement is submitted with 
the paper offered. In this case it is 
the practice of the bank to copy such 
information as is desired, after which 
the statement is returned to the 
member bank forwarding it. In other 
cases, member banks supply certified 
copies of the statement made to 
them, and these copies are retained in 
the credit files of the Federal Reserve 
bank: 


When the paper of any one bornewer 
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is in a small amount, the bank usually 
is willing to accept information from 
the banker’s own personal knowledge 
of the borrower’s financial condition, 
but a reasonably accurate estimate of 
the assets and liabilities and other 
information of a pertinent character is 
required. A special information slip 
to be filled out by the banker is pro- 
vided for this purpose. 

Only one form has thus far been 
issued by the Federal Reserve bank 
of Boston, designed to cover all cases 
of firms, corporations or individuals. 
Its use is not required by the bank, as 
it is merely furnished to member banks, 
on request, as a suitable sample form 
of financial statement. It is stated 
that in this district there are no require- 
ments with reference to financial state- 
ments which are peculiar to that 
district. 

The Federal Reserve bank of Min- 
neapolis supplies four forms for the 
use of its members, practically the 
same in character as those used in 
other districts. 


‘ue general use of the financial 
statement by borrowers has not only 
improved banking methods,” said an 
official of one of the Federal Reserve 
banks, “but it has done something 
more— it has given the smaller business 
man, the farmer, the stock grower and 
other men who have not been accus- 
tomed to keep books or carefully to 


check their operations, a more clear |. 


understanding of what they are accom- 
plishing from year to year. 

““A farmer, for instance, at first may 
resent the demand for a financial 
statement by his banker. But in most 
instances he now has to submit one, 
if he is to secure accommodations of 
any considerable amount. 

“Perhaps he does not know how to 
make out such a statement—but his 
banker helps him. The farmer gets 
his loan, and the statement goes into 
the bank’s files. 


“The next year the same farmer 


desires further accommodations. 
Naturally the banker will get out the 
former statement. A new one is pre- 
pared. It is the most natural thing in 
the world for these two men to compare 
the old with the new statement. The 
farmer then has before him a visualized 
indication of his progress during the 
year. He sees where his assets have 
grown; where his liabilities have been 
decreased; where his net worth is so 
much greater than twelve months 
before. This is a spur to his efforts. 


The third year he is not only willing,: 


but anxious, to have his statement 


made out, in order that he may see 


how his affairs are progressing. 

“The same thing is true of the smaller 
merchant or other business man. Just 
as the income tax law forced many a 
merchant to keep a set of books which 
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Mann-made 
Products include 
Blank Books 

Bound and Loose Leaf 
Lithography 
Printing 
Engraving 
Office and Bank Sup- 

plies 


Write for 
descriptive folders 
about 


Manco Safety Paper 
Manco Check Books 
Mantint Safety Checks 
Mann Machine Book- 
keeping Equip- 


ment 


Freedom 


Rl 


Many amighty business 
is restricted by invisible 
cords of badly managed 
details that hamper its ac- 
tivities. Pencils that won’t 
hold their points—how much can’ 
they cost a big concern in time and 
patience lost? Or poor carbon paper, 
that leaves illegible copies for office 
records! Or glue that won’t stick— 
or ink that won’t write, or that 
gums up!!! 


You want—and your business de- 
serves—freedom from such petty 
annoyances. The difference in cost 
between the highest grade office 
supplies and the poorest is not nearly 
as much as your own peace of mind 
is worth—to say nothing of the 
smooth running of your business! 


The William Mann Company has been 
making and selling Office Stationery and 
Supplies for more than seventy-five years. 
Our policy has been to sell only products of 
reliable quality—articles that would give 
genuine satisfaction to their users. And 
today, with a complete line that covers 
every possible requirement of commercial 
or financial organizations, we are better 
equipped than ever before to supply you— 
from pens to filing cabinets—with fine 
products at fair prices. 


Write for our booklets covering Office Stationery 
and Supplies, with prices. Or tell us what you 
want, giving quantities, and we'll gladly quote 
prices. All Mann Products are always guar- 
anteed satisfactory. We regard that as one of 
the conditions of every sale we make. 


WILLIAM MANN COMPANY 


529 MARKET STREET 
PHILADELPHIA, PENNA. 


Established 1848 


Paper Mills: 
Lambertville, N. J. 


New York Office: 
261 Broadway 
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‘Building 

the Bank 
for 

Business’”’ 


by 
T. H. Moyer 


W. P. G. Harding says 


it contains: 


‘excellent suggestions 
and sound ideas’’ 


Others who have read this book 
assert that there is nothing else 
like it. 

Learn the real power of your 
building in terms of success. 

Interesting—no dry, technical 
talk on building materials. 

_Practical—illustrations and 
discussions of the elements which 
have actually been employed in 
building successful bank buildings. 


Suggestions—Ideas 


You’ll find them in this new book 
Send for it today—$2.50 postpaid 


THE DANDO COMPANY 
533 North Eleventh Street, Philadelphia 


CUSTOMER 
STATEMENTS 


at a phenomenal price of 


$4.85 per M 


All Print Form 
Punched, Perforated, Round Cornered 
Add $1.00 per M for Offset Punching 


$6.50 per M 


Ruled Form 


Punched, Perforated, Round Cornered 


In lots of 10,000 on good 
grade ledger stock 


Statements - Ledger Leaves 
Binders and all Bank Forms 


— 


SEBASTIAN & CO. 
224 North Desplaines Street 
CHICAGO 


have proven of untold help to him, so 


‘the making of financial statements, 


once considered as an insulting require- 
ment on the part of the banker, is now 
no longer resented, but accepted as 
common business practice. 

“In fact the financial statement is 
more than a guide-post for the banker 
—it is an equally valuable guide to the 
maker. As one of the things which 
make for better and more efficient 
business methods it should be, and I 
believe is, being accepted generally as a 
very real contribution to the progress 
of business and business men.” 


A Merry Christmas Party for 
16,000 Children 


(Continued from page 12) 


parties were scheduled for the after- 
noons of four days during the Christmas 
holidays. They were held in the after- 
noon so that the children could come 
unescorted. Furthermore, the theater, 
being an “‘outlying”’ one, was not in use 
during the day and so was available. 
The “party” was really a theater party 
with a Santa Claus at the door and a 
little gift for every child. The feature 
picture was a special children’s film— 
a pre-lease picture shown specially for 
the bank. In addition, there were the 
usual comedy, travel and educational 
films. The vaudeville entertainment 
was furnished by children. It was all 
distinctly a children’s show. The gift 
was a good pencil and eraser done up 
in a holiday envelope—useful but in- 
expensive. 


excerr for a special film telling 
about the bank and urging our 
little guests to have a good time, the 
bank made no effort to capitalize the 
occasion. 

The “Peoples Bank” Christmas 
parties were a real success. The 
children all voiced their pleasure—the 
parents, many of them, wrote their 
thanks. In spite of winter weather, 
fully a hundred children arrived as 
early as 9 o’clock every morning to 
await ‘the opening of the doors at 
12:45. By noon they jammed the 
lobby and overflowed in a long line 
that would have blocked the street if 
the police had failed us. 

As in judging the results of any 
publicity “‘stunt,” the result of these 
children’s Christmas parties cannot be 
estimated fairly. It is such an in- 
tangible thing. But the bank certainly 
made friends with all these future 
citizens; it surely won the good will of 
their parents; and the 145-column- 
inches of publicity printed about the 
affair in local, foreign and metropolitan 


papers, could not have been bought. © 


In the matter of expense, the item of 
souvenirs was by far the greatest. 

For the benefit of any bank that 
might consider a similar entertainment 
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of its own, I might add that it is 
usually possible to secure a theater rent 
free, for the publicity it, too, receives. 
And many of the other expenses can 
be eliminated or kept very low, simply 
because of the nature of such an affair. 


The Meaning and Methods of 
Securities Service 
(Continued from page 9) 


chance discovered in it all her mother’s 
wealth—stock certificates, bonds, gold 
coin, thousands of dollars’ worth of 
property. Chance alone prevented 
a large loss to the family. 

Following are some other true in- 
cidents which, as the doctors say, 
“indicate’’ custodianship service: 

In helping a woman to make out 
her income tax return, a trust company 
discovered that she had not collected 
three semi-annual interest payments 
on a mortgage she owned —a temporary 
loss for her of about $1,950. The 
officers of the trust company quickly 
convinced this woman that she should 
let them look after her securities for 
her, as the moderate fee charged 
would usually be more than offset 
by the saving effected in various 
ways. 


woman lost $60 every 
month for a number of months be- 
cause she went away on a long trip and 
left all of her securities in her safe de- 
In the meantime some of 
the bonds were called for redemption. 
The trust company knew she had the 
bonds because she had left coupons 
for collection, but neither the trust 
company nor its client could get at 
the bonds until she returned, so the 
owner lost considerable interest which 
she otherwise might have had. Of 
course, this customer could have 
given some one a power of attorney to 
open her box, but most persons are 
very loath to let any one have access 
to their safe deposit box, and even 
banks and trust companies are very 
reluctant to take any such step because 
of the responsibilities involved. 

A somewhat similar case is that of a 
woman stockholder in a public service 
corporation which went into the hands 
of a receiver during her absence from 
home on a visit of several months to a 
distant part of the country. Her 
securities were locked up in a safe 
deposit box and there was no way that 
they could be gotten out to be deposited 
under the plan of reorganization in 
time to take advantage of it. Months 
after the matter was closed up she 
returned home. Through the influence 
of the trust company her holdings in 
the failed corporation were deposited 
although the time limit for doing so had 
expired. Otherwise she would have 
suffered a loss of many thousand 
dollars. Thereafter this woman placed 
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all of her securities in the safe-keeping 
of the trust company. 

Having learned how frequent is the 
loss of interest because owners of 
securities are not made aware until too 
late of changes in the status of their 
investments, one financial institution 
sends out to such losers, whenever it 
learns of specific cases, a letter reading 
something like this: 


Dear Sir: 


On July 30 you presented at our office 
and received check in payment for $10,000 
Southern California Edison Company 6 per 
cent debentures due March 15, last. It 
appears that because you failed to present 
the bonds at maturity and re-invest the 
= promptly you have lost over 


This unfortunate occurrence leads us to 
inquire whether base have ever considered 
the advantages of depositing your securities 
for safe-keeping with this company. 

Many persons, because of absence or 
illness, fail to present bonds when they are 
due or called for payment. The consequent 
loss is often greater than would be the 
charge for the service which we suggest. 

Through our many sources of informa- 
tion, we are always well posted on matters 
affecting securities and we always endeavor 
to give our customers the benefit of our 
information. 

Yours truly, 
Secretary. 


In this connection, it is interesting 
to reproduce this letter received by 
another trust company from one of 
its clients: 


Gentlemen: 

Some months ago when you first brought 
“securities-service’” to my attention, 

couldn’t see the point. ot being a 
schoolboy or a dunce I thought I was quite 
able to take care of my own investments, 
but —I was wrong. 

In the first place I was taken sick. While 
I was laid up interest and dividends were 
not collected; consequently the money was 
not promptly reinvested. That cost me 
more than your fees. Then I went away 
to recuperate. In my absence I lost some 
valuable subscription rights. That cost 
me more money. Then I put my securities 
in the care of my wore He blundered, 
innocently enough, and that cost me more 
—considerably more than your modest 
charges. So, you see, I lost out all around 
—it served me right. 

Now that I’ve turned these things all 
over to you, I have more time for other 
matters, I’ve quit worrying, and —I’ve quit 
having losses. I’ve come to my senses. 


Yours truly, 


HE routine care of securities which 

a bank or trust company offering 
this service should be prepared to 
give includes: 

Collection of dividends and coupons. 

Preparation of certificates of owner- 
ship, in accordance with the terms of 
the Federal Income Tax Law, under 
authority given in a special form of 
power of attorney for the purpose of 
having clients appoint the financial 
institution as their agent. 

Collection of matured principal of 
investments. 

Delivery of securities, sold against 
payment. 
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\ervice 


Specific services consistently adver- 
tised are dependable services. Such 
advertisements should be as accurate 
as the bank’s published statement 
of condition. 


For years we have been advertising 
these distinct advantages which our 
correspondents enjoy. 


Continuously Operating Transit 
Department. 


Night and Day collection service. 
Direct routing of collections. 


All items received at par. 


PHILADELPHIA 
NATIONAL 


BANK 


Capital, Surplus and Profits, $16,800,000 


APPEALS TO THE THRIFT SENSE 


Z The Nutry & Cook Horse Shoe Pocket Sav- 
P 4 ings Bank makes saving easy. It is the most 

successful home bank in America. 

The bank has a capacity for nickels, dimes, 

quarters and gold pieces. It is light, compact 

and durable. Your bank’s name on the 

reverse side. 

It is just the right sort of savings bank to 

bring in new accounts. 


Write for Prices and Samples Today 


NUTRY & COOK MFG. CO. 
201 COOK STREET BROOKLYN, N. Y. 
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Leather Coin Bags 


A Strong Handsome Bag 
Black Leather with green two-tone finish 
Bank and town name blind stamped 
No. L-3. Size 6%x9% 


P 


Largest manufacturer of DUCK COIN 
BAGS in the South 


Bank Pass Books Savings Pass Books 
Building and Loan Ass’n Pass Books 
Pocket Check Covers 


Embossed-in-relief 3-to-page check covers 
SOLD THRU DEALERS 


The American Beauty Line 


Dallas, Texas 


AUG 281917 3 43 PM 


(Fascimile imprint 
reduced in size) 


Avoid Disputes 


Keep an hour and 
minute time record of 
every visit to your 
safe deposit vaults. 
The Kastens Time 
Stamp prints each 
MINUTE, hour and 
date automatically. 


Yes, an in- 
teresting one, too. 
Send for it, now. 


HENRY KASTENS 
422-424 W. 27th St. 
New York City, N. Y. 


OVER 75,000 IN USE 


RMP 
by 
PMR 


No Reaching—Leaves Fingers Free 
+ Speeds the Work— Protects the apereen 
Quickest, Handiest, Cleanest for 
Dogting handing pavers, 
reservoir which fits 
Made of 


water 
i in the mo of 


t for years. 
Bent poatpeide for for hi, 6 for $4: 


EVER READY FINGER MOISTENER CO. 


1051 W. 7th Street St. Paul, Minn. 


Receipt of and payment for securities 
purchased. 

Transfers of stock and registered 
bonds. 

Furnishing periodical statements of 
securities held, as requested. 

In addition to this routine care, upon 
careful examination of financial papers, 
and other sources of information, the 
institution should endeavor to keep 
clients advised of: 

Rights to convert bonds into stock. 

Bonds called for payment before 
maturity. 

Rights to subscribe to new issues of 
bonds and stock. 

Reduced, increased or extraordinary 
dividends. 

Receiverships. 

Formation of protective committees 
for stock and bonds and other material 
information, excluding market fluc- 
tuations. 

Upon request, advice can be given 
in regard to the desirability of changing 
investments, etc., as well as to execute, 
through brokers, orders for the sale 
and purchase of securities. 

It is not only individuals that can use 
safe-keeping service. Banking in- 
stitutions in other sections of the 
country frequently open such an ac- 
count with a bank or trust company at. 
New York, the financial center. 

Under such an account the New 
York institution becomes the deposit- 
ary of securities—either of out-of- 
town banks or its customers. It 
furnishes the clerical supervision con- 
nected with the collection of principal 

of matured bonds and coupons, divi- 
dends payable, and becomes the me- 
dium through which transactions in 
securities are effected. 


ECURITIES which the out-of-town 

institution sells are delivered through 
the New York bank and payment 
received and credited. Securities pur- 
chased are presented to the New York 
bank and paid for the account of the 
customer bank. 

In this manner all delay is elimi- 
nated. Securities so held are imme- 
diately available for delivery in the New 
York market. The customer is freed 
from unnecessary detail, and the 
expense and risk in the shipment of 
securities and cost of insurance are 
obviated. 

By code telegrams or open messages 
with check words which insure the 
authenticity of instructions, the New 
York custodian will either place orders 
or consummate transactions previously 
arranged with the customer’s brokers. 

Through’ detailed reports of each 
transaction the customer bank may 
supervise its investments as readily 
as if they were in its own vaults. 

Thus the service for out of town 
banks is almost as valuable as for 
individuals. 
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Anticipating the Future Thirty 
Years 
. (Continued from page 14) 


up a bit of the floor as its roof, and 
gives transportation between the work- 
ing quarters and the vault in the base- 
ment. It is used mainly for carrying 
cash and books between the tellers’ 
cages and the vault. All furniture 
within the island is metal. Many of 
the desks contain built-in safes, fire- 
proof boxes for holding the racks of 
cards and other forms and records not 
kept in the vault. 


A UNIQUE feature of the vault is its 
door. The customary recesses or 
offsets in the edges of the door and 
the door jambs are missing, and the 
surfaces are smooth for the entire 
depth, a new style of construction 
which the designers say gives the 
maximum of metal to metal contact. 
The door weighs forty tons, is three 
feet thick, and is locked by eighteen 
five-inch bolts. The rear wall of the 
vault has an emergency door of man- 
hole size, of the same thickness and 
construction as the main door, and 
equipped with the same locking device. 
An interior telephone gives outside 
communication, and care has been 
taken to safeguard the welfare of any 
person accidentally imprisoned, A key 
is kept in a glass box near the tele- 
phone; it fits a keyhole on the inside of 
the main door, and when turned there 
shuts off the time lock, thus permitting 
rescuers to open the vault door im- 
mediately. A card of instructions over 
the telephone lists the numbers of 
officers to be called in case of shut-in. 
It is said the air in the vault is sufficient 
to last a man five days, were it neces- 
sary to remain shut in that long. 
Opposite the vault entrance is a 
large room for use in examining papers. 
It was used for this purpose by the 
trustees at their semi-annual examina- 
tion in June, and also by examiners 
of the state banking department at 
their annual visit, and proved a 
noticeable convenience—quite in con- 
trast with the usual stuffy anteroom 
provisions. 
"Apart from the main banking room, 
the finest in the building is the trustees’ 
room on the main floor, on the left of 
the Broadway entrance lobby. It is a 
massive apartment, paneled and fur- 
nished in oak. The controller’s office 
is across the entrance lobby. The other 
officers are upstairs, on the second floor, 
with the president’s office and an 
adjoining conference room at one end. 
One of the most interesting parts of 
the building is the sixth floor, which 
houses the service features for officers 
and employees. Every member of the 
staff is provided with daily lunch by 
the bank, and on Mondays, when the 
bank is open in the evening, with dinner 
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as well. The sixth floor is largely given 
over to this service in a series of rooms 
grouped around the central glass dome 
which roofs over the main banking 
room. 

The east side of this top floor is a 
large dining room for the tellers, book- 
keepers, clerks, stenographers, and 
other employees. On the west side, 
the corresponding space is occupied by 
a large room designed as a dormitory. 
In time of emergency, when employees 
may have to remain in the bank over- 
night, as was the case several times 
during the war, this room will furnish 
comfortable sleeping quarters. Be- 
tween these two large rooms are the 
dining rooms for the officers, and the 
kitchen. The kitchen and refrigerating 
equipment is complete, embodying 
every culinary feature that you can 
find in the most modern hotel. 


THE practice of serving meals to 
employees is not an innovation intro- 
duced with the new building, though it 
has been provided for here with facili- 
ties of a completeness that were im- 
possible in the old downtown quarters. 
But for nearly fifty years the Green- 
wich Savings Bank has followed this 
policy, finding it of mutual benefit to 
the bank and to its staff both as a 
means of saving time at the noon 
hour, which is normally a rush period 
in a savings bank, and as a means of 
assuring the employee good food under 
healthful conditions. 

An officer of more than forty years’ 
standing was telling of the bank’s first 
restaurant arrangements, which were 
installed in its old building on Waverly 
Place. The basement here was set 
apart for the kitchen and dining room, 
and an old negro mammy, known to 
all the staff from the president down to 
office boy as Auntie Lent, was in 
charge. When she had lunch ready to 
serve, Auntie Lent would bump a 
piece of iron pipe against the ceiling of 
the basement. The teller above, hear- 
ing it, would kick on the floor in 
acknowledgment of her signal; and 
the members of the staff would pres- 
ently file down in their scheduled 
order to eat. 

An even more striking contrast 
would be the little two-room office in 
which the bank started ninety-one 
years ago set down beside this massive 
modern banking home. Perhaps there 
is more room in the vault of the present 
bank than there was in the entire 
original establishment of two rooms. 

Nor does this mean that the bank 
has reached its growth. The new 
building was designed with an eye to 
future expansion. The working space 
within the island on the main floor is 
sufficient to care for 350,000 accounts 
more than three times the present 
volume. Other space was planned on a 
corresponding scale. There are rooms 
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MONT HLY STATEMENTS 


TUE. jE. | WED. | THUR. | FRI. 


Arst 
6* | 


i. many cases the monthly statement is a bank’s one point 


of contact with depositors. 


TYPOCOUNT Linen Ledger— the 
same paper that is so generally used 
for machine bookkeeping — is also made 
in a lighter weight which is recom- 
mended for bank statements. The 
cost will be slightly more than for 
ordinary paper, but increased improve- 
ment in the appearance of the monthly 
statements will more than justify the 
use of TYPOCOUNT. 


TYPOCOUNT has the required 
strength to stand repeated handling, also 


YPOCOUN 


WRITE FOR SAMPLE BOOK AND TEST SHEETS 


BYRON WESTON COMPANY 


DALTON, 


For that reason, the statements . 
should properly reflect the standing of the bank. To employ 
a cheap paper for statements, is mistaken economy. 


the stiffness to stand upright in the 
Tray Binder. It can be “snapped” out 
of the machine without showing wear or 
tear. Itinsures clear, sharp impressions. 


YOUR records will look neater if 
you use TYPOCOUNT Paper, and 
the machine operator can work with 
increased speed. If you are using 
machines for accounting and recording 
you need TYPOCOUNT Paper to 
secure the best results from this up-to- 
date system. 


MASS. 


MORE CHRISTMAS CLUB DEPOSITORS 


We want YOU 
to become a member of our 


CHRISTMAS CLUB 


Come in and let us explain it | 
Name and Address of 
Bank 


in 
BEACON SOAP CO., BEACON, N.Y, 


* BEACON SOAP COMPANY, Inc., 19 Main St., Beacon, New York 


SS the number of your 
Christmas Club or Special Savings 
Account Depositors through the dis- 
tributionofBeaconAdvertising Soap. 

The advertisement of your bank 
WILL NEVER WASH OFF the 
cake of soap. Your message will be 
seen several times each day. 

Beacon Advertising Soap offers 
an effective, positive, useful and 
economical way of telling your story. 
It also builds up good will because 
it renders a service. 


¢ Ask us now for samples, ces and 
information about Beacon Advertising 
Soap. There is no obligation attached. 
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As to 


Overstuffed Ledgers 


When your loose leaf ledger 
becomes overstuffed— 


And a bookkeeper slips a sheet 
into a desk drawer instead of 
into the ledger— 


One that is cross-indexed for 
several references— 


And it can’t be found— 


And you lose a lot of time and 
some business because of it— 


Just install loose leaf books 
that CANNOT become over- 
stuffed—the Proudfit System. 


For 15 years the Proudfit company 
has acted as expert consultant on 
loose leaf problems, for clients of 
consequence throughout America. 


AGENCIES IN ALL LARGE CITIES 


Proudfit Loose Leaf Co. 


17 Logan Street Grand Rapids, Mich. 


Puts Joy in Living: 
Oy 


It is 
It is unlike 


“Daring!” 

is the way our most ardent sup- 
porters describe it. 

For example, it was sixteen months 
in the building and the highest 
paid copy-writer in the world is 
the principal contributor. 

Inform yourself completely about 
CHEER before you buy any 


Savings Promotion Plan. 


P. M. REED 
111 West Washington Street, Chicago 


45 ft. of Bank Counter 
For Sale and Screen. Marble, 
42 in. high. Screen 
Steel, finished in mahogany, 4 wickets, one 
door. Round door Manganese Burglar-proof 
Safe, Time Locks. 200 Safe Deposit Boxes. 


COLONIAL TRUST CO., Farrell, Pa. 


on each floor between the oval inner 
wall and the straight outer walls to 
provide for office expansion. So, too, 
with the vault, the stock and record 
room, the various filing rooms, the 
service rooms for the personnel— 
everything has been built on a scale to 
anticipate the normal growth of at 
least thirty years. . 

High over the cornice of the Broad- 
way entrance, on a massive entablature 
the full width of the building, inscribed 
in letters a foot long, is this true and 
inspiring statement of the savings 
bank idea: 

Among the passers-by, some go their 
heedless way to poverty; but you, who 
wisely enter through these doors to bring 
your savings may join with us to lay 
foundations for the prosperity of multi- 
tudes today, and know that your own 
money, rewarded for its service, returns 
to you as strength and surety for the 
years to come. 


His Job—To Make Dawes Plan 
Work 


(Continued from page 7) 


Germany may still be bled white of 
capital. Many think that the Dawes 
plan will have to be modified, that it 
is merely a temporary compromise 
between England which must have a 
Germany that is strong economically 
and France which fears a Germany 
that is strong in any way. It is Mr. 
Gilbert’s job more than that of any 
one other man to see that the Dawes 
plan has a fair trial and if it must be 
changed, to produce the evidence of 
why and how it must be changed. 
A rather large job— perhaps Ambassa- 
dor Houghton is right, “the biggest 
job in the world.” 

And I think any one who has 
followed me so far will agree that of 
American investors who are putting 
their money in German industrial 
stocks and of American bankers who 
are advising them, he is the chief 
reliance. If they are going to win in 
their gamble that Germany is the new 
Eldorado, it will be because of his 
firmness and courage in resisting the 
demands for the pound of flesh. 

Mr. Gilbert’s rise to the point where 
he fills this extraordinary post with 
only a little stroking of the chin by 
Lombard Street is one of the romances 
of the modern banking world. He 
was brought to Washington, a young- 
ster just through his bar examination, 
by Russell Leffingwell, then Assistant 
Secretary of the Treasury. Mr. Lef- 
fingwell was a brilliant man, who soon 
came to be known as the “brains of 
the Treasury Department.” Mr. Gil- 
bert was the kind of private secretary 
who does something more than answer 
the telephone and weed out those 
who have a legitimate reason for 
seeing his employer from those who 
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have not. When Mr. Leffingwell 
retired from office he said, “I hate 
to go, for now they are going to find 
out that it was Gilbert who is the 
brains of this office.”” But Mr. Leffing- 
well himself had attracted the attention 
of the banking world and he became 
soon after his return to the practice 
of law one of J. P. Morgan’s partners. 
This connection is important. It does 
much to explain Mr. Gilbert’s sub- 
sequent acceptance by the world of 
finance. 

Another connection that furnishes 
all the remaining explanation that is 
necessary was his connection with Mr. 
Andrew Mellon, Secretary of the 
Treasury. Mr. Mellon being almost 
as great a figure in the world of finance 
as is Mr. Morgan himself. When 
Mr. Mellon became Secretary of the 
Treasury he found Mr. Gilbert, well 
schooled by Mr. Leffingwell in the 
Department and he gave him Mr. 
Leffingwell’s old post of Assistant 
Secretary, now called by the fancier 
title of Undersecretary of the Treasury. 


rPHUS luck played its part in the 
making of the thirty-two-year old 
Agent-General for Reparation Pay- 
ments. Had Mr. Leffingwell not 
been the kind of man to attract Mr. 
Morgan’s favorable attention, Mr. 
Gilbert would have lacked the kind of 
vouching that made Lombard Street 
hastily remove its hand from the 
stroking of its chin. Had Mr. Mellon 
been a lesser figure in the world of 
finance, an Undersecretary in his 
administration might have escaped 
notice and anyway would have lacked 
powerful backing. 

And I may say parenthetically in 
further explanation of Mr. Gilbert’s 
appointment that the post of Agent- 
General for Reparations was earmarked 
for an American. There had to be an 
American general manager of the 
Dawes plan, some one nearly central 
between Europe’s opposing forces, if 
the Dawes plan was to succeed at all. 
And when the American financial 
world came to look about for an 
American for the place, it found the 
men with adequate experience already 
partners of Mr. Morgan or otherwise 
too busy with their own affairs or 
too cautious to take it. 

When Mr. Gilbert became Under- 
secretary to Mr. Mellon, it was a 
favorable moment to gain a reputation. 
Mr. Leffingwell was made by the war. 
Mr. Gilbert was made by after the war. 
The war had left the United States 
like a hardpressed business man with 
a lot of disorderly borrowings, with 
its paper on any terms possible in 
everybody’s hands. There were sev- 
eral billions of this loose paper that 
required to be financed. And taxation 
had to be demobilized and got upon 
a peace footing. These two tasks 
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performed in a way that pleased the 
financial world were sure to make 
someone’s reputation. 

Mr. Gilbert was as lucky in his new 
chief, Mr. Mellon, as he had been in 
his old one, Mr. Leffingwell. Mr. 
Mellon is not at all greedy of reputa- 
tion. He is the kind of man who 
devolves responsibility upon subordi- 
nates. He let the job of Undersecretary 
be ten times as big a job as it ever has 
been in the history of the United 
States Treasury. 

The Undersecretary of the Treasury 
has charge of finances. His job is to 
see that money is provided by one 
method or another. He has to figure 
on the income, make recommendations 
as to taxes and bonded inflow of money, 
and so on. In other words, this 
assistant is responsible for the incoming 
money and then to a great extent he 
must watch the outgo, although the 
budget bureau first handles that prob- 
lem under the supervision or rather 
with the co-operation of the Under- 
secretary. 

Mr. Mellon left it to Mr. Gilbert to 
form the plan for putting the govern- 
ment’s seven billions or so of short term 
borrowings upon an orderly basis. 
The problem then was of refunding the 
war debt. Some insisted it could not 
be done without causing a tremendous 
advance in interest rates and a conse- 
quent burden on private business 
demands for money. Some thought 
we would need another popular loan. 
Fortunately, however, we ran into that 
post-war inflation, tremendous in- 
crease in revenue; and with the excep- 
tion of two years, business has been 
good and better since the war. That 
helped much in the general problem 
and the effect on business of this 
refunding. Then Mr. Gilbert adopted 
the program of taking small bites at 
the big job and making each of these 
loans fall due immediately following a 
tax-paying period. He spread them 
out, in other words. So far it has been 
handled without much trouble and 
much disturbance, although there is 
now a second guess here and there that 
we have paid entirely too high interest 
rates and the market for securities 
justifies this second guess. 

There was no difficulty in fixing a 
money rate by the method adopted, 
however, provided the money was 
available to tempt. The Treasury 
Department just took the market 
quotations over a convenient and near 
period for all government securities 
and based their new offering on this 
rate, or rather on an average rate. In 
other words, they tested the market by 
available quotations and then offered 
on that test. With the Federal 
Reserve System assisting tremendous- 
ly, no difficulty resulted. That is 
another tribute to the fact that we 
had some agency reaching throughout 


Pigs may be pigs but there is a 
difference in pencils. Write 100 
words with aSemi-Hex to prove 
it. Get the feel of its perfect 
balance, the finger comfort ot JK 

its rounded corners. Note the 
smooth, easy writing of its long- 
lasting lead. Compare it with 
any other pencil on any basis. 
Semi-Hex is “the pencil incom- 
parable.” It deserves to be your 
favorite writing instrument. 


If your stationer can’t supply you 
with Semi-Hex Pencils, send us his 
name and ten cents for a trial set 
of three pencils, including Semi-Hex. 
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the country and into every banking 
facility. 

The criticism generally is that Mr. 
Mellon— Mr. Gilbert did it all—tested 
the situation, and permitted the money 
market, the private money market, to 
dictate what rate should be paid. It is 
contended that with the tremendous 
power such large borrowings gave, 
Gilbert and Mellon might have led the 
market, instead of permitting the 
market to lead. 

So much for the refunding. Mr. 
Gilbert was the author of it. Equally 
he was the author of the so-called 
Mellon plan. He worked out the 
details of it with the assistance of 
Joseph C. McCoy in the Treasury 


Department and of Mr. Leffingwell 
in Mr. Morgan’s Wall Street banking 
house. When Mr. Mellon came back 
from Europe, about all he had to do 
was to give the famous plan his ap- 
proval. 

When the two tasks were performed, 
Gilbert was well and favorably known 
among the American international. 
bankers. He was almost as much at 
home in Mr. Morgan’s office as he was 
in the Treasury Department. He has 
powerful backing. He has the self- 
confidence which early success gives. 
He is patient and industrious. He 
listens to advice. He has a good mind. 
He has a keen sense of the value of the 
right connections. 
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THE BURROUGHS 


Preventing Most 


Burrou ghs 
432 service centers in . 
the United States and >, 
Canada alone, so located ~ 
that Burroughs Mechanical 
Service is as near as the telephone. “= 


Burroug 


This Card Identifies Every Burroughs Service Man x 


Every Burroughs service man is specially trained for Burroughs 


F 
SERVICE 
H Tas? tae earer 


service work and is proved thoroughly capable before he is given his Mr 
card. Burroughs Mechanical Service is the only service in the world 
where each service man is trained, paid and controlled by the company 


STANDISH BACKUS 


itself and placed where he can best serve Burroughs users. It guar- 
antees standard factory service to Burroughs owners everywhere. 


Burroughs Service Men are Burroughs Trained 


Even after he has been thoroughly trained in servicing Burroughs 

machines, the education of each service man continues as long as he 

carries the Burroughs card. He must know the latest methods of 
3 servicing and the newest types of construction which are constantly 
being developed at the factory. 


te When Accidents Happen 


Accidents which may occur in every bank—in every store—do not 
: mean delay and confusion to the Burroughs user. He calls his local 
Burroughs office and a Burroughs service man is quickly working on 
the job. If the damage cannot be remedied at once a similar machine is 


bie furnished gratis until repairs have been completed. You can count on . | 
¢ continuous service from Burroughs machines under all circumstances. a 4X 


Machines Machines 


i Addin Bookkeeping | _ BETTER Calculating’ Billing 
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Mechanical Service 


When a Burroughs machine starts to work on your figures, it immediately 
becomes a vital part of your business. The work it performs is so im- 
portant—the time it saves so valuable—that even a short interruption in 


its service might prove costly to you. 


Of course Burroughs machines are built to last a business lifetime, but in 
order to cope with every emergency and assure bankers the continuous, 
profitable operation of their Burroughs equipment, the Burroughs Adding 


Machine Company provides a grade of mechanical service that is un- 
equalled throughout the world. 


Machines 


Bookkeeping 


When Disasters Occur 


Even in the face of such a paralyzing disaster as a destructive fire, 
Burroughs Mechanical Service is still able to provide an efficient means 
of carrying on the owner’s figure work. Other machines are placed 
at his service during the time of settlement, and until he is ready for 
new machines or until the damaged ones that can be reconditioned are 
ready. Burroughs Mechanical Service is ready for every emergency. 


A Year’s Free Service 


Every Burroughs machine is given a year’s guarantee. During that 
year a Burroughs inspector calls regularly to oil and inspect the 
machine and to make certain that it is in perfect condition. This 
service is rendered by the Burroughs Adding Machine Company 
without cost to every Burroughs owner. The company does not 
feel that its obligation ceases with the sale of a machine. 


Maintenance Service 


At the expiration of the one year’s guarantee which every Burroughs 
machine carries, the company offers a service contract, optional with 
the user, by which the company guarantees to keep the machine 
oiled, inspected and in perfect operating condition for a small annual 
fee. This contract is renewable year after year. 

Burroughs Mechanical Service is one of the many reasons why more than 750,000 Bur- 


roughs machines have been sold to doall kinds of figuring in all lines ofbusiness. Burroughs 
can also help you to make more money. Phone the local office or mail the coupon. 


Burroughs Adding 
Machine Company, 
6071 Second Blvd. 
C Detroit, Mich. 


‘ I would like to know how 
Calculatin TTT equipment will 
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Your Carbon Copies at Work 
for You 


(Continued from page 21) 


Read this letter cutting out phrases 
indicated, and a double virtue is ac- 
complished. The letter is briefer and, 
what is more, it is purged of all dis- 
tasteful references. 

Apropos of cutting down one’s 
letters, Anatole France once said 
something to the effect that the 
scissors are mightier than the pen. 
Were he ever to pose for a picture as an 
author, he would prefer to be painted 
clipping his articles rather than penning 
them. 


The Dignified Letter 


An important factor in bank corre- 
spondence is that it has always to 
maintain the dignity of the bank’s 
character. A bank letter must contain 
nothing which gives evidence of fear 
on the part of the bank that an account 
will be lost. A dictator must never use 
a tone that is so apologetic that it 
becomes suggestive of weakness. All 
due courtesy should be used in out- 
lining the bank’s policy, but courtesy 
must never be confused with an 
apologetic spirit. Also, the bank must 
never appear to be too anxious to 
serve the customer. The public has 
received an overdose of high pressure 
selling during the last few years. The 
bank must never go to the extent of the 
mercantile house in pushing its wares. 
The following is suggestive: 


“Dear Alexander: 

I am in receipt of your esteemed 
favor of April 15 regarding your 
note $866 falling due on April 27. 

We shall be only too glad indeed 
to renew the same at 314% for 
either four or six months’ time. If 
it would be any accommodation to 
you, we should be glad to have you 
increase the amount. 

Assuring you of the pleasure 
that it gives us to serve you at any 
time, we are 


Very truly yours.” 


Last but not least the letter must 
keep in mind the point of view of the 
customer. The following letter is 
suggestive of the policy of one of the 
largest banks of the country and it is 
by attempting to follow the policy 
expressed in this letter that the bank 
has become one of the most successful 
in the country: 


“Regardless of whether a person 
is a depositor of this Company or 
not, it is our desire that every one 
who enters our offices should be 
treated with courtesy. Custom 
has established with us a rule that 
everyone should consider our 
friends and customers as invari- 
ably right.” 


PRODUCED IN THE BURROUGHS PRINT SHOP AT 
DETROIT. MICH., U. S.A 4070-12-24-ADV 
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Many banks make short work f= 
the thief of time and space. 


Feverishly the bookkeeper toils on, 
oppressed with the sure knowledge that 
y he cannot complete the day’s postings on 
time. And what will “they” say when the 

daily balance is late—again! 


The Thief 


Hurriedly, the bookkeeper searches for 
the next account. Reams of awkward 
pages must be flopped and reflopped. At 
each operation he loses precious minutes. 
For the thief of time and space is working 

Stiinta with him in that old-style ledger! 


A phone calltoan L.B. Branch The Arrest 


office will bring to your assistance 

an L.B. Salesman. He isa special- 

ist in bank systems—prepared to For generations banks were 

detect the most profitable way the victims of time-loss and 

you can use the L.B. Card ledger. space-waste, Then came the 
machine-posted L. B. Card 
ledger and arrested these con- 
ditions. Compact L. B. Ledger 


Library 


trays or desks, saving from 10% to 50% of 
space, replaced the massive ledgers of old. 
Crisp,vertically-indexedL. B.Ledgercards, 
saving as much as 50%of the bookkeeper’s 
time, replaced the flimsy sheets with their 
crumpling, roughened edges. 


Business was quick to realize the sav- 
ings the L. B. Card ledger affords. In 
Boston alone, 4000 business firms and banks 
found that the L. B. Card ledger makes short 


work of accounting problems. 


Is still at large in other banks 


If you are using old-style 
ledgers there is space-waste 
and time-waste in your bank. 
Your warrant for its arrest is 
the coupon below. It will bring 
you a copy of our booklet 
which explains in detail. 


Bureau 


Founded 1876 


Boston NewYork Philadelphia Chicago 


San Francisco New Orleans London Paris Plans _ 


Installs | Factories : Cambridge, Mass, 
New York, N.Y. 


52 offices in the U.S. and Canada 


Card and filing systems ~ Cabinets ~ Supplies 


Chicago, Ill. llion, N. Y. 


Consult your phone book London, Eng. 
1 Cambeldge, Mass. Send me Beckles No. 828 828 “LB. Bank ledgers,” and on checked 
1. Special Service 3. Filing Systems 4. Card Record Systems 5. Cabinets—Wood 6.Supplies— Cenk 
ne Big OD Analysis Service For Banks For Banks and Steel Over 1,000 styles of plain 
Divisions O Indexing Service Correspondence Ledgers For Banks index and stock forms 
of Statistical Service Deposit Tickets Oo Card Index Cabinets 0 Folders 
“ CO Mortgages O Loan Records O Card Ledger Desks L. B. Reinforced folders 
: 2. Specialized Departments £7) Pees Book O Mortgages O Counter-hight units Plain and tab folders 
O Bank Department wesc O Safe Deposits D Horizontal units O Guides 
OG D t C Statistics O Safe Keeping O Omnibuses Plain, printed and cellu- 
Se i Withdrawal Savings Ledgers Vault files and shelving id 
rvice Tickets Signature ical uni Removable label guides 
0 Library Department O Unit ledger system O Vertical units Metal tip guides 
0 Schools of Filing Valuation 


Write name and address in margin below and mail, with coupon above, to Library Bureau 
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REQUISITION 


ONE 
PRINTIN 


Saving your money 
by standardized production methods 


HEN you pay money for anything you 
have a right to expect that every possible 
economy shall be effected in production costs. 


When you buy printed forms of Baker-Vaw- 
ter, you get merchandise of known quality; 
produced in plants equipped with every modern 
device; under carefully planned production 
methods that are models of simplified practice. 


For instance—in the mass of individual 
orders for printed forms, reaching us every day, 
from every state, are many which call for the 
same paper, color, and ink as your order. We 
assemble those orders, and print them in one 
press run. Simple, effective economy; you get 


the benefit. 


That is only one of the standardized proc- 
esses, used in our four great printing plants, to 
pass on to you every possible saving. 


You know, too, that every Baker-Vawter 
form is of the right paper stock—we're recog- 
nized authorities on paper-quality ; that trim and 
punch are accurate; that register is painstak- 
ingly exact; in short, that every Baker-Vawter 
form is designed for the satisfaction and econ- 
omy of its ultimate user. 


We have just one policy here—our best 
work always; and one price. 
You can readily see why so many concerns 


make us their source of supply on everything 
they can buy from us. 


Baker-Vawter binders for every kind of record are made to give lasting 
satisfaction. 


Our 5-drawer letter file saves you 20% in floor space; increases filing 
capacity 25%, because of its extra drawer. 


All our products J perme unique features not found elsewhere—Baker- 
Vawter quality and reliability always. 


BAKER-VAWTER COMPANY 


Manufacturing Plants at Holyoke, Mass. * Benton Harbor, Mich. 
Kansas City, Mo. - San Francisco, Cal. 


General Offices: BENTON HARBOR, MICHIGAN 


Baker-Vawtet Loose Leaf Binders—Printed 
Benton Harbor, Mic a ag = ” Record Forms and Systems— 
alesman call on us  & Filing Cabinets—Unit Files— 
Please have your Storage Units. 
at his earliest convenience. — Made in our own plants 
Sold direct from factory to you 
Tell him to ask for “ 
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